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AN ACE IN THE HOLE 


that wins customers everytime 


A NEW TYPE Bottom Filler 
That means COMFORT for 
Customers... SALES for You 


@ With comfort as much preferred as style and durability, 
CORULYTE offers store-owners one of the greatest selling 
features developed in recent years. 

Practical for all popular construction, CORULYTE intro- 
duces a new, resilient cushioning feel from “toe to heel” 
together with greatly increased flexibility that not only de- 
lights, but se//s the customer the instant the foot is placed 
upon the floor. 

CORULYTE is a new and different bottom filler. A pat- 
ented, plastic composition of cork and latex skillfully 
blended with other special ingredients to bring the in- 
dustry the type comfort long sought by mantfacturer and 
retailer alike. 

Already many store-owners call CORULYTE their “Silent 
Salesman” because of the new impetus this revolutionary 
development has given their business. 

Specify CORULYTE in your next order! Give your line 
this Plus feature. The General Tire and Rubber Company 


CORUFLER 


—MECHANICAL GOODS DIVISION—Wabash, Indiana. 


Manufacturers: 
Write for samples of Corulyte and Coruflex 


FOR PRE WELT AND 
PLATFORM SHOES 


Still another step forward in the in- 


dustry's efforts to create a better, more 
saleable shoe is CORUFLEX. 

A new type, die cut filler, composed 
primarily of cork and latex, CORU- 
FLEX is the perfect base for pre welt 
and similar shoe construction. It is 
particularly durable, will not buckle, 
crack or lump and its exclusive pat- 
ented composition permits a soft flexi- 
biliry—a cool breatheabiliry hereto- 
fore lacking in die cut fillers. 

Ask for CORUFLEX filled shoes. 
You'll find them easier to sell because 
customers are quick to appreciate the 
mew ease it brings to walking. 


Available in %," to 4%" sheets in 25 yd. 
rolls Z 


CORULYTE 


THE UNIVERSAL BOTTOM FILLER 
For all popular shoe constructions 


Copyrieht 1940. The Genera! Tire @ Rubber Co., Akron, Ohio 
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W. A. KRANZTHOR, women’s 
shoe buyer for the Guarantee Shoe 
Company, El Paso, Texas, says: 
“There are still quite a few 
women in this city, and probably 
in the rest of the country, who are 
willing to pay $8.75 to $12.75 for 
smart, good - fitting, aristocratic 


looking, COMFORTABLE | shoes. 


COULD PuT Somt 


_ 


Trae. BAYBE A cAL LOPE 
~~ AUGA 


Shoes that fit into a definite place 
in their wardrobe—tailored street 
shoes, dressy afternoon shoes, smart 
sport shoes. But there has been a 
trend on the part of manufacturers 
in these better grades to discard 
good selling, proven styles, instead 
of improving them for the follow- 
ing season. They throw all the 
effort and time spent in developing 
these successful styles into the dis- 
card. Then they proceed to wrack 
their brains for something NEW, 
UNTRIED, CIRCUSY to spring on 
an unsuspecting and trusting public 
(but they’re getting cagey). Result? 
Less and less better shoes sold, 


more and more cheap shoes sold. 
Why? Beéause, women do not care 
to pay $12.75 for newness alone. 
They can get that for $1.99. So, all 
of us are training the buyer of bet- 
ter shoes to grade down, down and 
down.” 
* a * 

E. P. KIRKPATRICK, Southern 
salesman for the E. E. Taylor 
Corporation, recently stormed into 
Meridian, Miss., arriving almost 
simultaneously with some forty in- 
dividuals from the hinterland, all 
of whom were entered as partici- 
pants in a hog-calling contest. Hav- 
ing first attended to booking an 


initial order from John L. Castle, 
men’s shoe buyer for Alex Loeb & 
Company, he attended the Cotton 
Carnival in the City Auditorium. 
There he found himself entered in 
the contest; drew heavily on the ex- 
perience of his youth when he lived 
on an Iowa farm; and emerged with 
the first prize—one dollar. This. 
under the terms of a_ share-the- 
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wealth program which he evolved 
on the spur of the moment, he con- 
verted into ice cream and cold 
drinks for ten of the Loeb sales- 
force. “Anyhow,” says Kirk, in 
justifying this departure from rou- 
tine sales methods, “I believe it was 


good advertising.” 
* * . 


GEORGE A. RENARD, executive 
secretary-treasurer of the National 
Association of Purchasing Agents, 
in urging business cooperation with 
the Government, pointed out that 
this country must face the facts. 
He said: 

“All other important nations now 
control production, prices, ex- 
change, etc. How can the individ- 
ual in this country deal with those 
governments except through his 
government? If we are to have 
rubber, tin, burlap and other stra- 
tegic imports, it will be through ar- 
rangements made between govern- 
ments and not through individuals.” 

Some of these strategic materials 
are already the subject of negotia- 
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tions and barter between the United 
States and the producing countries, 
Mr. Renard said, and added: 

“That development may spread; 
it is not improbable that fixed prices 
and allocated supplies of such ma- 
terials will be seen if the war con- 
tinues beyond this year — even 
though the United States does not 
become a participant.” He stressed 
some important factors to keep in 
mind: “(1) The increased produc- 
tive capacity of the world today as 
compared with the last war, with 
the increase in raw materials ap- 
proximately 60 per cent. (2) The 
new methods and implements of 
war, such as airplanes, tools and 
mechanized equipment. (3) The 
realization that artificial and un- 
necessary price advances must be 
restrained by good business sense 
or they will be controlled by the 
government. Last Fall, business 
showed an excellent example of that 
restraint. 

“Most Americans are worried 
over the possibility of our getting 
into the war. It would be more 
realistic to estimate the chances of 
the war getting into us or getting 
us into it.” 








WILLIAM F. HICKEY, sales- 
manager of the John R. Evans Com- 
pany, kid leather tanners, recently 
found himself an unexpected en- 
trant in a hovering contest staged 
under the auspices of the American 
Air Lines. It happened one Friday 
evening when, arriving over Boston 
in a transport plane at about 8:45, 
the pilot found a ceiling of some- 
thing like six inches with visibility 
zero. Hovering over the city for 
one hour, the plane finally headed 
back to New York, from which city 
it had departed at 7:30. There con- 
ditions were found to be equally 
inauspicious and it was not until 
the plane had spent one and one- 
half hours in the air over the 
La Guardia airport that someone 














—One of our leading psychologists 
made the statement recently that 
less than forty per cent of our 
adult population has an intelli- 
gence above that of a fourteen- 
year-old child. 

—Which seems perfectly logical to 
me after listening to some of the 
mest popular radio programs, 
which are said to reach audiences 
well up into the millions mark each 


w 

—Whether it be Stinko Coffee, 
Enameloff Toothpaste or Agon- 
ized Yeast, the line of patter that 
smears the air waves is pathet- 
ically putrid, to say the least. 

—Thank goodness most shoemen are 
in the upper I. ©. brackets. 

—And their shoe public reacts more 
favorably to intelligently prepared 
advertising copy than to the 
schizophrenic bally-hoo that pol- 
lutes the air. 

—Keep up the quality of your ad- 
vertising and your public will help 
you to keep up the quality of your 


Fb Tenn 


President 





spotted the tip of the Empire State 
Building. After that the pilot engi- 
neered a nifty dive which ended in 
a perfect three-point landing short- 
ly after 11 P. M.; and Mr. Hickey, 
embarking in a taxicab, boarded the 
midnight trair from the Grand Cen- 
tral Terminal. This, he asserts, is 
some kind of a record in marking 
time. 
* . * 

THE bite in shoes—is one espe- 
cial torture. Its correction was the 
subject of conversation when four 
shoe men were assembled in Roch- 
ester recently. During this occa- 
sion, the question was asked: “What 
do you do when a customer com- 
plains of a ‘bite’ under the vamp 
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of the shoe, at the edge of the tip 
—when breaking in new shoes?” 
Charles Park of Park Sons, Inc., 
shoe store had a new solution: 
“Just an emergency measure—an 
ordinary playing card placed in- 
side the shoe at the point where 
the bite occurs, will bring relief. 
Of course, this is only temporary— 
to await fixing permanently.” 
Leonard Weidenmiller, head of 
the shoe department of the National 
Clothing Company, related an ex- 
perience. He was in Chicago re- 
cently when one of his own shoes 
needed attention, because of a bite 
at the edge of the tip, and he went 
into the store of a friend to have it 
remedied. Said Mr. Weidenmiller, 
“He took a bite patch and held the 
adhesive side over the flame of a 
match, burning two matches to heat 
it properly. Then he placed it in- 
side the shoe where the bite oc- 
curred, using a last to make it hold 
firmly and pumice stone to make 
it smooth.” Not only did it bring 
instant and lasting relief, but the 
wearer had to take off his shoe to 
learn whether the unobtrusive patch 
was still there—and it proved to 








William Pidgeon uses two kinds 
of patches for this purpose. One 
has rubber adhesive, the other 
glue. After smoothing the lining at 
the place where the bite occurs, he 
sticks the patch on, using pumice 
stone to complete the job. 


BB Y order of the Board of Trade 
of London, drastic measures were 
taken to limit for the next six 
months the supply of articles in 
everyday use as well as luxury 
goods to two-thirds the value of 
such goods supplied to stores in the 
corresponding period of last year. 

The object of the new order is 
to make more goods available for 
building up export trade and to re- 
lease workers in raw materials for 
more important war work. Every 
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member of a family will have to 
learn to do without something now 
used or worn. Women will have to 
do the best they can without cos- 
metics, corsets, new clothes and 
furs; men will have to do without 
pullovers, gloves and hose and chil- 
dren without toys, while the house 
will just have to get along with 
old curtains, pots, pans, kettles, 
vacuum cleaner and icebox. 





Stockings are restricted—but as 
yet shoes have not been listed. Ac- 
tual rationing will not be necessary 
as it will be for the shopkeeper to 
limit his sales to individual custom- 
ers in the knowledge that new stocks 
will be more and more difficult to 
get. 

CHARLES S. CAMPBELL, head 
of the Young Men’s Shoe Shop at 
Marshall Field & Company, Chi- 


cago, has most definitely brought 
color into the men’s shoe business. 
In keeping with the popularity of 
colorful slack suits, he had made to 
order a collection of old-fashioned 


sneakers in eleven colors. The 
colors, which include reds, b'ues, 
greens, yellows and several varia- 
tions in pastels and bright colors, 
were selected to harmonize with the 
popular colors in men’s suits. Sell- 
ing for $1.50, he reports the rapid- 
ity with which they have sold is 
ample proof that men will “dare to 
be different” when it comes to sports 
attire, at least, if given half a 
chance. 

* * * 
WILLIAM INNES of Innes Shoe 
Company, Los Angeles, told Carl 
O. Johnson, who travels the Pacific 
Coast: 

“A lady had walked into the 
Innes new downtown store, all the 
way from the luxurious Beverly 
Hills residential section (a distance 
of approximately 10 miles), for a 
pair of shoes. In checking up (on 
human behavior or something), I 
find there are at least 60 stocks of 


women’s shoes between the Beverly 
Hills section and the Innes store. 
And this customer passed by dozens 
of first class window displays, on 
foot, enroute to reach Innes’. 
“Perhaps it is the personal 
friendly greeting that all customers 
receive as they enter Innes’ store, 
that motivated her 10-mile hike, or 
possibly she thought she could se- 
cure a pair of ten league boots 


. there!” 


a * * 


THE new Fall silhouette is femi- 
nine but not extreme, it was re- 
vealed recently at the Preview of 
American Designs. The rising 
strength and importance of Ameri- 
can design, due to war develop- 
ments, was emphasized by the 
fact that thirteen of the foremost 
dress designers of this country co- 
operated. 

7 * * 
EIGHTEEN years ago a woman 
purchased a pair of shoes from J. C. 
Harman and Sons’ store in Blue- 
field, Va., leaving a balance of $2.00 
on the shoes. Time went along, the 
firm went out of business, looked 
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over their musty accounts and de- 
stroyed them. 

During the past week, a strange 
woman entered the real estate office 
of Dale Harman in the Bank of 
Graham Building. “Have a seat,” 
Mr. Harman greeted his caller. 
“No,” she explained, “I dropped in 
to pay you a balance of $2.00 I owe 
on a pair of shoes I purchased at 
your store eighteen years ago.” 

Surprised, Mr. Harman assured 








his caller she did not owe him a 
penny. He told her that those old 
accounts had been burned and for- 
gotten years ago. “Yes,” she re- 
plied, “that pair of shoes has been 
burning my conscience all these 
years. I want to leave this world 
not owing anybody a cent.” Mr. 
Harman accepted the $2.00. He 
didn’t know the woman, even after 
she revealed her identity. 











“Dey was de snappiest lookin’ dogs in de bootery window. | dunno what de spikes 
is for—saves wear on de soles, | guess." 





VOLUME 
MAKERS 


Ce ee 





Top:—Leading idea in most Fall lines 
the low-heeled sturdy walking shoe. 
Shown here in antiqued alligator calf 
with green inlay in vamp and heel. 
Vibrant Step, Division of Gardiner 
Shoe Co. 


Deft: -Masculine types continue to reg- 

, ister though in a limited way. New 
interest is found in this treatment used 
on a high heel. A Medalist Shoe from 

J. M. Connell. 


Right:—Even conservative, feature types 
have new style interest in the Fall lines 
Lizard trim on suede makes a smart prac 

tical shoe from Irving Drew. 


by 
ELEANOR M. 
RUTLEDGE 


Above, left:—The high-riding  stepin 
with lower side line is number one pat- 
tern in Fall lines. Black patent stitched 
in red makes very attractive vamp trim- 
ming in this shoe from the Paul CG. 
Williams Division of Milius. 

Above, right:—Braiding is one of the 
effective trimmings used to lighten an 
all-over suede shoe. Shown here in an 

unusual design on a black suede from 
W oh. 


Right :—Stitching is a leading trimming 
idea for Fall. Saddle stitching in con- 
trasting color—green on brown—is seen 

here on a high-heeled dressy oxford from 
Salvage. 
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SHOW WEARABLE 


STYLES 


Gseed Sense and Good Taste Characterized Lines Shown 


at Boston Shoe Fair. 


EF you are looking for the spectacular in the moderate 
and lower priced Fall lines, you will be disappointed. 
Bright colors, dramatic treatments are there, on the 
sample shelves but there, in most cases, they will remain. 
You may do as we did at the Boston Show, pick up a 
dashing little shoe with red toe and heel and think 
how unusual and cute it is, but you will buy the smart 
black—or brown—pattern brightened by just a touch 
here and there of contrasting surface in a different 
leather or fabric. Even the very discreet use of a con- 
trasting color in a fine piping and stitching takes the 
shoe out of the good average bread and butter class 
and puts it into the extra pairage group. 


FOR that group, in the dressier shoes, you have. an 
interesting choice. In every line, you will find—first 
of all—color: Brown, blue, wine, green, a little grey. 
And you will find black and dark brown with contrast- 
ing trimming, such as we have described above. And 
you will find a few extreme silhouettes, including an 


Above:—-The bootie appears now and 
then as extreme novelty. We show it here 
in black with snakeskin trimming on 
heel. From Johnson Stephens & Shinkle. 


Novelties Kept for Extra Pairage 


occasional—very occasional—boot type. We show one 
here. 

You will find wedgies—in all types and heel heights. 
There is no need to say again what we have already 
said several times before. It is generally agreed that 
their place is in the play, casual and country walking 
types. And modified wedges or novelty heels, extend- 
ing further under the arch than the ordinary heel, look 
newer and even more promising than the solid wedge. 

Of course, in individual shoes, the solid wedge on a 
walking shoe has been very successful. We saw one 
such shoe, a ghillie type oxford in antiqued alligator, 
which was the most popular shoe of its kind in the 
line. And it was successful, we think, because the heel 
and the upper were especially well-suited to each other. 


FOR your extra pairage, you will also find wedges in 
higher heels. Here, most shoe men agree with what we 
have been saying ever since the first Fall shoes were 
shown, that the opened-up treatment is far and away 
the best in the higher heels in opened-up sandal types. 
Novelty heels in tailored street and dressier shoes are 
confined almost entirely to the “pyramid” heel. This 

| TURN TO PAGE 38, PLEASE | 


Below:—Interest in wedges is 
chiefly in low-heeled types. In 
higher heels, the opened-up wedge 
is the best. “Furniture” heels have 
been the new excitement in the 
higher wedges. We show a carved 
wood heel with matching bow on 
a suede pump from Sbicca. 
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rIS!IONS FOR AVERAGE SIZE WINDOW 








This multi-purpose unit was 
specially designed to display 
panels A and B and sheuld be 
constructed in separate sections 
or pieces so that with each new 
trim a different set up can be 
obtained. Can be used as a 
center piece or at both sides of 
a display. Decorate in soft 
yellow and brown with copper 
foil moldings. The price is 
cut out of a sheet of copper foil 
cardboard. The shelving is 4" 
white pine board painted tan. 
Vote how these shelves are set 
three together to create a smart 
modern design. 























PLAN AHEAD 


FOR EARLY FALL SHOE DISPLAYS 





EN many retail shoe stores today, promotion of Fall PERI 4 


shoes begins August 15 or shortly afterward. If the E [4 UJ LE c, a 
store happens to be located in the Southwest, or on the 
Pacific coast, Fall merchandise may be featured con- : 
siderably in advance of the middle of August. In any 
event it is none too early to begin to look ahead and 
plan window displays and newspaper advertising to 
tie in with them, so that when the time does come for 
the initial Fall showing, you will be ready with some- 
thing interesting and out-of-the-ordinary in the way of 
backgrounds, unit displays or whatever is needed to 
give your windows the new note of Autumn. 

Visual selling, through the presentation of merchan- 
dise itself to the prospective customer in surroundings 
that will attract his attention, is recognized by all mer- 














read “Ri id factory inspection guar- 
antees built-in quality.” 
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This panel bears a compelling design and can 
be dressed up by cutting out the shape of the 
legs, and glueing a piece of actual hose in back. 
Cut the shoes out of copper paper and paste in 
place. An actual length of Fall dress goods can 
also be glued on to simulate the skirt. Use 
crushed tissue paper under the material to 
form pleated effect. 


This squared off drawing will enable you 
to easily blow-up the figure shown in 
panel A. 


chants as one of the most vital factors of modern mer- 
chandising. “Getting More Shoes Sold Right” is an 
objective difficult of accomplishment unless you are 
able to show vour styles as attractively as the other 


¥ 


i 











fellow. It is with this thought in mind that the 


ReEcORDER offers the accompanying group of origizal 


displays, with suggestions on how to build them. Com- 


ments and questions will be welcomed. 


This eye catching setting 
will be ideal for an early 
prestige display of Fall 
footwear. The background 
is decorated in sojt yellow 
and peach stripes. The 
platforms are a_ shade 
darker yellow and have 
nut brown edges. Con- 
struct the arch out of wall- 
board on a 1” x 2” wooden 
framework and decorate in 
brown (sides). Hang bright 
yellow silk miniature 
drapes in rear of the arch. 
The heart and face are 
wallboard cut outs, the 
face can be embellished 
with curled brown paper 
curls and eyelashes. Glue 
on orange silk lips. Air 
brush the face in a soft 
sun tan color to bring 
same out in relief. Attach 
lengths of brown silk rib- 
bon or rope to the eye and 
stretch through the arch, 
pointing to the shoes on 
display on the two plat- 
forms. 
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Glenn E. Buell, president 
of Detroit Retail Shoe 
Dealers Association, pre 
sents silver trophy to 
Adolph Goetz, president of 
Russek’s, which firm was 
awarded first prize in pro- 
motion contest. Elizabeth 
Flannery, advertising man- 
ager, who prepared win- 
ning advertising copy, re- 
ceives a desk set mounted 
with gold figure. 


PRIZES AWARDED IN 


SHOE PROMOTION CONTEST 


QUT of more than a dozen participants, Russek’s, 
Detroit, was awarded first prizes in a Spring Footwear 
Promotion staged by the Detroit Retail Shoe Dealers 
Association, for the best series of shoe advertisements 
appearing in local newspapers during the months of 
March and April. Prizes were awarded both to the 
store and its advertising manager on May 3. 

Glenn E. Buell, president of the Detroit Retail Shoe 
Dealers Association, presented a beautiful silver trophy 
to Adolph Goetz, president of Russek’s, and a desk set 
mounted with a gold figure to Elizabeth Flannery, adver- _ aca Sn 
tising manager, who prepared the winning shoe adver- Pee, See a Mille'’s 
tising copy. Ta S \ Sue Grace Votes 


Second prize was awarded to Nisley’s, and third to 


Fyfe’s. St ee | Soe ea 
The judges were Glenn E. Buell, president of the Shes EAE | mmr 

D. R. S. D. Assn.; Alice Gorham, president of the ee, ey peleteet ind Memes 
Women’s Advertising Club of Detroit; Harold M. 
Hastings, secretary-manager of the Detroit Adcraft 
Club; and Percy Atkinson, copy chief of the Campbell- 
Ewald Company. The judges reported many outstand- 
ing entries. 














Specimens of advertisements used in prize- ¥: em Le 
winning promotion. Detroit advertising 3 eMILLEA CALON 
executives with president of shoe retailers’ 
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Sueceessful Promotions 
Based on Loeal Events 


Partners in Progressive Southern California Store 


Attractive interior of recently mod- 

ernized Bennett-lahn Shoe Store, 

Redlands, Calif., which was de- 

signed to make selling easier 

through efficient lighting, air-con- 

ditioning and pleasing environ- 
ment for customers. 


THE recently modernized Bennett-Iahn store, at Red- 
lands, one of Southern California’s progressive family 
shoe stores, which is pictured herewith, is owned by 
G. Calder Bennett and Jack H. Iahn, Jr. Previously it 
was known as “The Bootery” for the 27 years that 
Mr. Bennett was sole owner. The name was changed 
to the present one following the entrance in the business 
of Mr. Iahn last year. Mr. Iahn was previously with 
the Bolderick Shoe Store, San Diego. 

The store has been completely remodeled and a heat- 
ing and cooling system has been installed. Both part- 
ners take an active part in community civic affairs, 
with Mr. Bennett serving as president of the Redlands 
Chamber of Commerce and Mr. Iahn president of the 
Redlands Commercial Club. 

Lines carried include Florsheim, E. T. Wright and 
Jarman for men; Selby, Vitality, DeLiso Debs and 
Joyce for women and Sky Rider shoes for boys. Miss 
Ella Ganett has charge of hosiery and hand bags. The 
store policy includes a planned promotional campaign 
which is all inclusive in taking advantage of all special 


Also Believe an Active Interest in 


Community 
Aftairs Builds Good Wili 


events, both local and national in nature, as well as 
direct mail and newspaper advertising. 





May we extend to you 
our heartiest congratulations 
upon your graduation from 
Redlands High School 
Class of nineteen hundred and forty 


BeNNETT-IAHN 


KF ; 


Events of local interest, such as graduations and other school 
and organization activities, receive due notice in the promo- 
tion and publicity of the Bennett-lahn store. This engraved 
card sent to each member of the graduating class at the local 
high school is a very successful promotion piece of the store. 
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OUTLOOMN 


Freedom of Retailing Is Important 


STEADY boys, steady. We are in a world of stormy 
seas but the little boat you are in needs a strong man 
at the tiller. It is terribly important to you that your 
business rides the waves. 

None of us can get a real comprehension of the vio- 
lence of the struggle nor the extent of the storm. Maybe 
we are caught in a great convolution of history. Maybe 
the brutal realities make us all so dizzy that we can’t see 
our own place in the scheme of things. 

The thing for us to do at the moment is to go to work, 
straighten out our own businesses and let the wars ride 
their course—for there is a Congress, a strong indus- 
trial and financial structure as well as leaders in 
America who can interpret the wish and the will of all 
of the people—retailers included. At the moment we 
need most of all a sense of proportion. We can do 
very littl—tearing our hair, fuming and frothing at 
the mouth and filling our stores with the emotions of 
war and its dire consequences. 

We can destroy retailing by the very hysteria of what 
I have always termed the most emotional people on the 
face of the globe—the American public. If war comes 
we will be fit for it. Make no mistake about that. As 
a nation we have declared our position for the demo- 
cratic principle. Meanwhile, day by day, in every way, 
we in shoes and retail stores have got to hold onto our 
sanities, sell and serve and give a nation that powerful 
current of business activity that will carry the burden 
of taxation when it comes. 

This sense of proportion is. not only needed in world 
affairs but in the affairs of trade. I am not writing in 
the mood of escaping from reality or jumping from the 
sublime to the ridiculous, but there are forces of regi- 
mentation—that can go too far—even in a defense 
program. 

Freedom of goods and services to the public are as 
important as freedom of speech. At most of the com- 
mencement exercises, at schools and colleges, speakers 
cried out for the continuance of the freedom of educa- 
tion. There is evidently a feeling that some of the 
freedoms are going to be taken away in the new co- 
ordination of the nation for defense. 

Remember, we went through a phase of that back in 
1918 when the principle of regulation was extended 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


into the absurd region of control of what you should 
wear; when you should wear it; what you should pay 
for it. Look out, look out that we don’t have some 
more of this regulation all the way down the line—as 
one of those things developed for the sheer joy of regu- 
lating everything. 

One of the greatest patriots I have ever known was 
Andy McGowan of Philadelphia, who opposed the 
mobilization of a nation to a point which included re- 
tailing and said: “The public must be given a chance 
for a free choice of goods and services—war or no war. 
It is as important to have freedom of selection of goods 
as freedom of selection of a wife, a meal or a drink.” 

Many of our readers will remember the pattern laid 
down in 1918 by the War Industries Board. It was a 
coordination plan, from the hide to the retail fitting 
stool. In fact shoes were selected as the first guinea 
pig of retail regulation by industrial policing—under a 
system of fixed brackets of prices, restraint of style 
expression, set retail prices and set profits. The Boot 
AND SHoe RecorDER opposed that scheme of putting 
a strait-jacket onto the structure of retailing, in an open 
letter to the Chairman of the War Industries Board. We 
believed then and we believe now that men, women and 
children should be free to select what they want, when 
they want it and to have the right to say what they 
would like to pay for it. You can make regulations at 
the point of production but every opportunity should 
be given on the part of a living force like retailing, to 
encourage the freedom on the part of the public for 
footwear use and expression. 

It is very important that we continue our natural 
work as suppliers of footwear and foot coverings to a 
free public. Let’s live intently a retailing life because 
it is of vital importance that people have something to 
eat, shelter and shoes on their feet. 

So go back into your stores. Go to work. Talk less. 
Do more. Sell like hell and repeat the process. Fight 
for every dollar of store traffic. Battle for business 
with the best tools at your command and make a profit 
while you may. Before long, you'll pay and pay. 
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OWN A HEALTH SPOT SHOE SHOP 
for GREATER PROFITS 


Any independent shoe retailer can own a Health Spot Shop on an investment of less 
than $5000. It offers one of the largest returns on capital invested in the retail shoe 





business. 


Concentration on one line of shoes for men, women and children that give a satisfac- 
tory perfomance is the basis for a successful repeat business. There is no problem of 
too many styles, too many lines, cut prices, markdowns, and an ever-changing clientele. 





Health Spot Shoe Shops are 
identified by their standard 
window front and modernistic 


PATIL TREY ae 

| interior. With Health Spot 
. z Shoes gaining in popularity 
= ‘ .* I . . . . . . 

me a, this kind of identification 
none mais = means more business. 


a 


e 


SHOE BALANCE Fa P eo F § 5 Ff xray soe 


MACHINE FITTER 


tests shoes =~ ge 5 | guide to cor- 
for balance rect fitting 











The Health Spot budget plan will give you the answer to making a profit and proper 
return on capital investment. All bookkeeping detail taken care of for you for $3.00 
a month. Monthly operating statements prepared from daily records give you a true 
picture of your business. 


This opportunity is good only in cities where there is not an estab- 
lished Health Spot dealer. Write for full details. YOUR town may 
be open for a Health Spot franchise. 


MUSEBECK SHOE COMPANY 


DANVILLE ILLINOIS 


HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 
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Fifteen Per Cent More! 


The women’s shoe salon at the 
Palace, Kansas City, Missouri, depart- 
ment store, has developed a plan that 
is increasing two-pair-to-each-custo- 
mer. sales fifteen per cent according 
to the store records. 

The plan works around emphasiz- 
ing the selling point of comfort and 
longer wear when shoes are allowed 
to rest a day between each wearing. 
While fitting the customer, the sales- 
man suggests to the customer that 
shoes should be permitted to dry out 
and resume their shape between each 
wearing. 

“Not only will they be more com- 
fortable, have a better appearance, 
and keep new looking longer, but it 
is an established fact that you will 
get the wear of three pairs out of two 
if you alternate them in this manner.” 

It is seldom suggested, however, 
that the customer buy two pairs just 
alike. Usually a different style, color 
and type is brought forth and many 
an extra sale is made at this time of 
year out of the stock of whites. The 


The modernization o 


exact reasons why an extra pair is 
needed are stressed and seldom does 
a customer leave without having been 
shown another style to suit her 


costume. 
— oe @ 


A Little Extra Service 


The shoe repair shop is becoming a 
valuable addition to the shoe depart- 
ment. More and more shoe stores 
and departments are adding modern, 
streamlined shoe hospitals in the in- 
terests of more complete services to 
their customers. Those stores which 
already have them are taking them out 
of the lowly repair shop level and 
adding modern machinery, smart new 
decorations out in front, alcoves for 
display of shoe polishes, laces and 
other accessories, attractive displays 
and modern lighting. 

Gimbel’s, a prominent New York 
department store, has recently remod- 
eled their Shoe Clinic to give new and 
faster attention to their customers’ re- 
pair needs. A customer may need 
shoe repairs more often than new 
shoes and a shoe repair department is 


a department store front—in which the dividing 


a useful part of the design. James McCreery’s, in 
The smaller 





a means of keeping the customer 
passing through your shoe department 
and passing attractive displays of new 
purchasable shoes. 

To show the importance of the shoe 
repair department in the modern store, 
we only need to say that the Bata 
chain of retail stores have a shoe re- 
pair department in the back of each 


store. 
* * #* 


A Change of Hands 


When taking over an already estab- 
lished shoe store, it is often good busi- 
ness for the new proprietor to offer 
the public something extra to get old 
customers into the store and assure 
them that they can expect better ser- 
vice and values than ever before. Here 
is an example, as seen in a local shoe 
store: 

Across the center of the window is 
a four foot streamer labeled: UNDER 
NEW MANAGEMENT. Below this 
is a large sign announcing a “Get 
Acquainted Sale” and offering of un- 
usual bargains to customers—old and 
new. 

* * * 


Prevention of Foot Troubles 


The Podiatry Society of the State 
of New York makes the following 
strong declaration in the interests of 
better foot health: 

“AT BIRTH: Nine out of every ten 
have perfect feet! 

“AT THE AGE OF TEN: Seven 
children out of every ten are foot de- 
fective! 

“When this statement was recently 
made to an intelligent mother, her re- 
ply was, ‘it is certainly strange that 
you find these things; my child has 
never complained of his feet.’ 

“CHILDREN RARELY COM- 
PLAIN OF PAIN. 

“Tt is the duty of the parent to have 
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BEST IDEA OF THE WEEK 
NOT A CLEARANCE SALE—A REDUCTION 
(L. J. Bieber, 2502 Grand Concourse, New York City) 


O. P. Ideator — “I have always heard that the 
Fordam Road section is one of the fastest shoe retail- 
ing sections in New York City and their early clear- 
ances seems to bear out that contention.” 


Mr. Bieber — “You are right, Fordam Road is 
usually one jump ahead of the rest of the city, but I 
think that the local stores are starting their clearance 
sales a little too early this year for their own good.” 


O. P. Ideator—“When are you planning to start 
your clearance sales Mr. Bieber?” 


Mr. Bieber—‘“In the sixteen years that I have been 
in business here I have never run a clearance sale. 
I have always had a feeling that the public associates 
the word clearance with a lot of end of season mer- 
chandise, possibly soiled and handled, of late styling, 
in inadequate sizes and widths, which the store has 
dumped on the market at a price to get rid of the 
shoes quickly. To my mind the word clearance is 
associated with cheap merchandise. 

“Here in my store we sell good grade shoes at $8.75 


ful records of exactly what I sell each month from 
year to year in different styles, lasts, sizes and widths, 
I can tell almost exactly each month just what I am 
going to sell and so I am rarely overstocked. As a 
matter of fact, for this reason I do not keep a large 
amount of stock on hand but sufficient to cover my 
normal expected requirements. Also, I deal with a 
good manufacturer who has a complete in-stock de- 
partment, and if I am out of a certain size in a particu- 
lar model, I can have the necessary shoes here in two 
days. My customers—about 70 per cent of whom are 
repeats—have confidence in me and know I won't sell 
them the wrong shoe to make a sale and they are will- 
ing to wait a day or two to get the right shoe.” 


O. P. Ideator—“Do you ever offer your customers 
any bargains?” 


Mr. Bieber—“Yes, at the end of the season I always 
feel that it is good business to offer my regular cus- 
tomers a little something extra in the way of a bargain, 
so I paste a large paper sign on my front window, 


and up, and if I were to run a sale the price could _ reading: 
never be low enough to be classified as a clearance 
sale.” 

O. P. Ideator—“How do you get rid of surplus end- 
of-season stock?” 

Mr. Bieber—“That is the least of my worries be- 
cause I never have any surplus at the end of the sea- 
son. I do not.sell high style shoes and I keep care- 


‘NOT A CLEARANCE SALE 
We never have clearance sales, 
Merely a REDUCTION for a 
short length of time. 

Your correct size and width 

is always available.’ 


“I offer a fair reduction in price and offer my regu- 
lar stock in complete sizes and widths to the public.” 











“White Wedgies .. . so smart they'll 
steal every summer scene.” 


(Maling Bros., Milwaukee) 


Displayed for the Tots 


In the second floor children’s de- 


the child’s feet examined at regular 
intervals because foot conditions, in 
the main, are PREVENTABLE. 
“Foot disabilities are insidious. 
They look innocent and are painless 
in their beginning. Then is the time 
for proper podiatric care. If neg- 
lected, they grow with the child, to 
maturity. When foot ailments are fully 
developed it is too late for prevention. 
“Most ugly and painful bunions, 
malformed toes, weakened arches and 
ingrowing nails are preventable. 
“When a child is permitted to be- 
come the victim of a preventable foot 


partment of Abraham & Straus, 
Brooklyn, an attractive display coun- 
ter has been set up to display chil- 
dren’s and infant’s shoes. The top 
of the counter slopes towards the front 
at a sharp angle. To hold the shoes 
on the counter without fastening them 
— an insatisfactory arrangement as 
the customer likes to pick up the 
shoes to examine them — a slotted 
board has been placed at the front 
of the counter. The board is about 
one-inch thick and the slots about 





deformity . . . IT IS A CRIME!” 


ee; <@ 


Cooled for Summer 


“Frosted Whites” for Summer is 
the inviting invitation in the window 
of the Brooklyn Red Cross Shoe Store. 

Cool Whites, pale blue and white 
trim plus artificial snow in the back- 
ground practically leads the customer 
into the cool inviting interior of the 
store. But the turning point, that 
really gets the business on a hot June 
day, is a large thermometer in the 
back of the window with the mercury 
comfortably fixed at 30 degrees. 








A West Coast contribution to the field 
of shoe magic. At ten feet, you'd 
swear she’s walking on her toes! 


three inches wide and four inches 
deep and rounded to take the toe of 
the shoe. 

* oa * 


With Our Best Wishes 


One way to spruce up trade is to 
offer your customers an additional 
premium for nothing. As for example: 

A men’s shoe store on Hanover 
Street, Boston, is giving away free an 
all silk tie (of the customer’s choos- 
ing) with the purchase of every pair 
of shoes. 
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MODERN MERCHANDISING METHODS 
In Honolulu Shoe Store 


U P.T0-DATE Establishment of Five Separate 


Departments, Redecorated in the Modern Man- 
ner and Completely Air-Conditioned, Enables 
Manufacturers’ Shoe Company to Render Pleas- 


ing, Efficient Service. 


This Honolulu shoe store may be a “kamaaina” 
firm but the windows, above, and the interior, 
right, rival the most modern stores on the main- 


land. 


Q@NE of the most charming and efficient shoe stores to 
be found anywhere is the recently modernized Manufac- 
turers’ Shoe Company store, situated at 1051 Fort St., 
Honolulu. 

For the past 65 years the Manufacturers’ Shoe Store 
has kept pace with the trend of modern times. In fact 
it is known as the “kamaaina” Honolulu shoe store. 
“Kamaaina” translated from the native Hawaii means 
“old timer.” 

In a recent interview Irving C. Watson, president and 


owner, said: “We have gone to considerable expense 
for the benefit of our customers by completely modern- 
izing and redecorating the interior. and in addition have 
installed a complete air-conditioning system. A careful 
check by air-conditioning technicians has shown that 
the temperature within the store is now about eight de- 

grees cooler than outside air. 
“Within the store are five seperate departments. The 
ladies shoes occupy one side of the store and the men’s 
[TURN TO PAGE 40, PLEASE] 
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Business As Usual... 
KEYNOTE AT SYRACUSE 


Shoe Merchants Cautioned to Avoid H ysteria, Buy 
for Normal Needs, Without Indulging in Specula- 
tion and Merchandise to Protect Their Profits. 


ERNEST R. PARK 


Re-elected President of New York State 
Shoe Retailers’ Association 


® YRACUSE, N. Y.—Crowding their activities into two 
days and two evenings, the New York State Shoe Re- 
tailers’ Association staged a “streamlined” convention 
here on Sunday and Monday of this week, and attracted 
a larger attendance on the opening day than the asso- 
ciation has drawn to its meetings in several years. Mer- 
chants came from all sections of the state and some even 
motored in from points south of the Pennsylvania line, 
definitely establishing the wisdom, in the officers’ opin- 
ion, of the change in dates from September to June and 
the selection of Syracuse as the most central city avail- 
able for the meeting. 

According to most reports, the volume of buying was 
considerable, and many merchants came to place size-in 
orders, particularly on white shoes. Retail trade has 
improved to a marked degree over the past few weeks 
under the influence of more seasonable weather, mer- 
chants reported, and their buying reflected a conviction 
that despite the uncertainties resulting from world-shak- 
ing events, business should continue to be good for the 
immediate future. 

The officers and directors of the association met Sun- 
day evening at the Hotel Syracuse for the annual board 
meeting, which took the form of a testimonial dinner in 
honor of the president, Ernest R. Park, of Rochester, 
who was re-elected at the main convention session Mon- 
day to lead the association for another year. Other off- 
cers elected to serve with Mr. Park were the following: 
first vice-president, John A. Beaumont, Albany; second 
vice-president, Paul V. Herron, Ithaca; third vice-presi- 


dent, John W. Mills, Schenectady; fourth vice-president, 
Lloyd J. Lawson, Oneonta; chairman of the board, John 
Slater, New York; chaplain, William Pidgeon, Roches- 
ter; treasurer, Charles E. Knox, Batavia; secretary, 
Harry A. Chase, Rochester. New directors elected were: 
George Siefert, Robert Holmes and Carl P. Sickler, all 
of Buffalo. 

The most important single item of business at the 
directors’ meeting Sunday night was the ratification of 
the decision of the Executive Council to employ Harry 
J. Deters, business manager of the Buffalo Shoe Retail- 
ers’ Association, in the capacity of field manager to 
cbtain new members. An invitation of the Mayor, 
Chamber of Commerce and the Convention Bureau to 
hold the 1941 convention in that city was referred to the 
Executive Council. 

President Park presided at the Good Will Luncheon 
Monday noon in the tenth-floor ballroom of the Hotel 
Syracuse and introduced as the first speaker Ira Ber- 
man, who, during the past Winter, has conducted the 
sessions of the school for shoe retailers and retail shoe 
salesmen organized under the direction of the Roches- 
ter Board of Education in that city. Funds for the enter- 
prise were made available by the Federal Government 
under the George-Deen Act, which provides for the edu- 
cation of men and women actually engaged in the dis- 
tributive industries. Mr. Pidgeon explained how retail- 
ers of other cities, interested in such, education for their 
salespeople, could qualify to have similar courses given in 

[Turn To Pace 51, PLease} 
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SOLE LEATHER MUST BE RECKONED WITH 


To fit the customer “properly” is the trick for a successful shoe 
business. That being so, it augurs well for dealers to give the utmost 
attention to the underlying factors contributing to a “proper” fit. They 
go a long way beyond the size stick. “Proper” fitting means more than 
just sizing the foot. Let the size be right, as indicated by the size stick, 
and without the benefit of the right sole construction, all the customer 
should expect in comfort by his purchase will not be realized. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


improves men’s shoe construction to that extent where added returns 
in dollars and cents accrue to you. It helps hold the correctly-sized shoe 
in attractive shape indefinitely. It makes a firm, flexible, durable tread, 
untiring to nerves and muscles. Foot health is stimulated and maintained. 
Its ventilating action overcomes discomfort due to burning, perspiring 
feet. It protects the wearer of shoes bottomed with it, on cold, damp side- 
walks, as it would were he working on a hot, dry sand-lot. When such 
advantages go with all the size stick says, “proper” fitting becomes a 
real trade-drawing power. 


WRITE US FOR THE NAMES OF MANUFACTURERS 

MAKING STREET, DRESS, SPORT, ORTHOPEDIC 

AND WORK SHOES BOTTOMED WITH KISTLER 
“BENCH BRAND” SOLE LEATHER 


KISPLED 


FOUNCEO 1640 


BOSTON, MASS. 


WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN 1012 NORTH THIRG STREET. Mi. WAUKEE. WISCONSIN 
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Buying Steady But Conservative 
at Iowa Show 


Des Mornes, lowa—lIowa’s annual Summer shoe fair 
and style show sponsored by the Iowa National Shoe 
Travelers’ Association at Des Moines for three days be- 
ginning June 10, equalled the successful show of 1939 
as to attendance, number of displays and orders. En- 
couraged by a week of the season’s first warm weather, 
hundreds of buyers came from every part of Iowa, Neb- 
raska, South Dakota, Illinois and Missouri. 

Fall buying was conservative, yet steady. In the 

5500 women’s shoe lines, black suede took the big lead, but 

the usual brown runner-up slipped into the background 

MOH AWhS | with very little brown sold, except in the sports and 
walking shoes. 

Green and wine came in for some buying attention. 
Flight tops, tractor heels and wedges sold better than 
the more conservative styles. 

Heavy shoes for men with wide-flaring lasts promised 
to be the backbone of the Fall and Winter business, 
with tangerine and other rich shades entering the pic- 
ture. High-topped shoes for men were said to con- 
stitute 5 per cent of the sales. 

Repercussions of close buying for this season, plus 
the first promise of hot weather, brought about an un- 
usual amount of size-up orders in white shoes. Play 
shoes sold for immediate delivery. 

One firm reported that of 1200 pairs shoes sold, the 


[Turn To Pace 41, PLease] 


65765- 
help turn shoppers | first day, 90 per cent of them were white and colored 
| play shoes. 





American Leather Promoted in London 


== 


” 
NS AAVE YOU HEARD 


OF ALLIGATOR GRAIN ON CALF? ~ 


’ 
amrey~ atabbe at this minkerate price 


Pattern Romany 24225 


into customers 


Let us tell you how Mohawk carpets can help sell 
shoes in your store. Write Mohawk for the facts. 


MOHAWK CARPET MILLS, AMSTERDAM, N.Y. 


‘= 


Above is a page from a fashion booklet mailed out by 

Harrod’s, Ltd., London, England, well known shoe store, 

featuring Ohio’s new alligator grain on calfskin. A good 

boost for American leathers on shoes “styled the Ameri- 
can way,” as stated by the copy. 





is 


BOOT ano SHOE RECORDER, June 22, 1940 


0 
oO yay 


“gandet 
P tmnaeed 


La 


GRAIN ON CALF 
MISS 


THE OHIO LEATHER COMPANY 
GIRARD, OHIO 
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WITH E-W FIBRE-SORTED SOLES 
Like Umse 


YOUD STOP YOUR CRABBING 


1 “I was just as disgusted, once, as 
* you are. That was before a shoe 
clerk told me that soles can be matched 
so accurately that they have equal 
resiliency, equal support for the arch 
and the same trim appearance, even 
after they've been worn a long time.” 


over! 


3 “You see, if two soles chan 
* don’t match this way, one ence 
of them is bound to weaken amp] 
sooner or fray at the edges 
before the other. Then your 
troubles begin. That's why | 
always go back to the store 
that told me about England 
Walton ‘Fibre-Sorted’ Soles.” 


This advice is equally 
‘ * good for a manufacturer 
4 ora retailer. England Walton 
“Fibre-Sorted” Soles make 
{ - , shoes stay sold. 


“He told me about the way fibres in leather are either an : " 

2. stringy and loose or compact and tightly twisted, depend- ingiens seer civaien A. ©. Lewsence soother Co. 

ing on the of the hide they come from. And he said that "Chics Mideast, ge yt ame am - 

at England Walton the men can pair up soles that are just about Newport, Tenn., Hazelwood, N. C. 

identical from one surface to another. That is ‘fibre-sorting’.”” CUT SOLES and SOLE LEATHER - PURE OAK BARK TANNED be re 
: will s 

them 

a low 


»ENGLAND WALTON/“%cSOLES | = 


gettin 
the he 


MAKE S05 .@ tS Sms 3S CG oe sizes. 
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THIS WEEK IN THE 
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California Merchants in Round Table Talk 





Discuss Merchandising Practices Necessary Under Today’s 
Conditions of Shoe Retailing and Stress Need 
of Adequate Profit 


San FRANciIsco, CALIF.—At a round 
table discussion at the California Shoe 
Retailers Association Convention last 
week, Russell Werner opened with these 
remarks: “Styles do not change as fast 
as many buyers think they do. We must 
realize there are two distinct types of 
buyers. First is the women, who must 
be first, who buys or tries out any- 
thing new. She is followed by the great 
army of buyers who follow the leaders. 
Consequently, fashions do not change 
overnight. Some buyers try to mer- 
chandise too fast. Last year’s experi- 
ence in platform shoes is a good ex- 
ample. After a hysteria of dumping, it 
was discovered that platforms were still 
good and are still good for this season. 

“We can save money on markdowns 
by analyzing our business more closely. 
When it is discovered that a line is not 
moving very fast, it is better to move 
the price down a grade, rather than to 
high-pressure it with a large P.M. Big 
P.M.’s have a tendency to increase re- 
turns, so we are faced with a double 
cost in selling. I believe in reasonable 
P.M.’s, but not the tremendous ones. 

“Keep a section of dollar-off short 
lines right in front of the regular sec- 
tion. Hash these shoes together and 
be ready to be astonished how well they 
will sell. Then take the bugs and hash 
them all together in another section at 
a lower price. It pays to make a distinc- 
tion between good hash and “buyer’s 
mistakes” hash. 

“One of the best ways of visualizing 
a stock is to make a weekly check by 
getting out one shoe of every line in 
the house then look over the remaining 
sizes. This personal method is far 


ehead of going over records. Looking 
over the actual shoes right in the racks, 
makes one fully appreciate how many 
shoes a store could have gotten along 
without. Viewed the right way, this is 
an excellent check to any buyer, as 
it eliminates many future ‘buyer’s 
errors’. 

“Remember, there is no set fashion 
trend in any store. In each one of our 
stores, certain types of shoes, certain 
patterns and certain colors are much 
more important than in other stores. 
With conditions as they are, we must 
make a much more careful study of the 
exact requirements of a store’s indi- 
vidual needs and of knowing our own 
customers. A buyer who takes ‘last 
eall’ has an excellent way of fully 
knowing what his trade requirements 
are. Most of us do not make an inten- 
sive enough study of the business with- 
in our walls. 

“In going through the stocks of 
merchants in the smaller cities, it is 
amazing to note the great number of 
rescurces and the great number of price 
points in these stores. The buyers use 
far more sources of supply than do 
buyers in stores doing many times 
their volume. And they have more price 
points than are really necessary. Fur- 
thermore, there is not the tendency to 
buy distinct types of shoes in distinct 
price fields; as a result the various 
price lines look very much alike, so the 
salesperson has a hard time in explain- 
ing the reason for the varied prices. 

“Merchandising shoes is like running 
water in a sink. One must maintain a 
constant flow of clear water (new 

[TURN TO PAGE 40, PLEASE] 


W. H. Adams Named 
R. H. Fyfe President 


DetrRoIT, MicH.—Announcement was 
made June 14 by the R. H. Fyfe Com- 
pany, here, of the election of William 
H. Adams as president of the company 
to succeed the late William Livingston, 
who died November 27, last. 


WILLIAM H. ADAMS 


The new president, who is widely 
known in the industry, began his con- 
nection with the shoe business when 
he was eighteen years old at Bay City, 
Mich., where he was born. In 1904, Mr. 
Adams became associated with the R. 
H. Fyfe Company, and in length of 
service is one of the oldest associates 
of the company. He became a director 
and vice-president of the company six 
years ago. Mr. Adams is of the con- 
servative type and has earned his new 
title and honor by service to the com- 
pany. 
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® Fashionably styled for ready consumer acceptance 
«+. To move off your shelves. 

© Quality built to insure repeat business . . . 

® Popularly priced . . . $4.00 and $5.00 retailers .. . 

Modern Miss “Twin Lines” (dress Littleways and 

sport Welts) are the answer to the dealer's search for 

the ideal, money making line. 

Get set NOW for increased Autumn sales with 

MODERN MISS shoes. 

There is a Modern Miss Representative 

titory. A card to us will bring him to your store. 


HUTH & JAMES SHOE CO., Milwavkee 





BOOT anv SHOE RECORDER, June 22, 1940 





in your ter- 





Step out with 


(ym 


ro Omwtark 











Volume Makers Show 
Wearable Styles 


[CONTINUED FROM PAGE 19] 


| continues popular, we think, largely 


because its sharp angular line carries 
out the sharp d’Orsay lines used in 
many shoes. This heel treatment is also 
another clever trick for making the foot 
look shorter—the purpose of many 
treatments in Fall shoes. 

Square toes continue in the picture 
for the same reason—they definitely 
shorten the appearance of the vamp. 
In little classic pumps with square 
bows and heels, they belong in your 
sure-seller group. On a slightly rolled 
up last, they belong in your extra pair- 
age group. Besides the square version 
of the turned-up toe, there are some 
very pretty rounded ones. They are so 
subtly done, that you are hardly con- 


| scious that they turn up, only that they 


| are attractive and unusual. 


A walled 
last that comes to a sharp point at the 
end of the shoe is an interesting new 
contribution to the style picture by one 
of the leading last houses. Walled lasts, 
in general, continue strong in all closed 
toe shoes. 

As we said in our earlier report of 
the Boston Show, the low-heeled types 
found in most lines are among the most 
interesting shoes of the season. They 
have been made in fairly dressy town 
patterns as well as in country and defi- 
nitely walking types. They look espe- 
cially youthful and charming in the 
town suedes, partly because one doesn’t 


| expect to find them in that group, ex- 
| cept as a growing girl’s shoe. Reverse 





Koenig Opens New 
Chicago Store 

CuHicaGco, ILL.—Ray Koenig, a well- 
known Chicago shoe merchant, was 
given a pleasant and unusual surprise 
on the grand opening of his new wo- 
men’s shoe store, held June 8. Ten of 
his friends among the Shoe Travelers 
of Chicago appeared on the scene on 
opening day to serve as extra sales 
help and doubled his sales force for the 
day. George Slater acted as floor man- 
ager for the occasion. 

The new store, known as the K & G 
shoe store, at 4735 S. Ashland Street, 
is a two-story unit devoted exclusively 
to women’s shoes, which were formerly 
sold at the present men’s and boys’ loca- 


tion at 4741 S. Ashland. The new store 
features women’s novelty shoes at pop- 
ular prices. The building has been en- 
tirely modernized. The first floor is 
devoted to shoes and the second to 
warehouse and offices. 





Shoes in Split Sizes 


Boot AND SHOE RECORDER has an in- 
quiry for names of manufacturers who 
are willing to sell shoes in split sizes 
to meet the needs of customers whose 
feet require different sized shoes. In- 
formation which will assist in answer- 
ing this inquiry will be appreciated. 
Address Inquiry Department, Boot AND 
SHoe RecorDER, 239 West 39th Street, 
New York City. 


leathers, alligator calf—often antiqued 
—and some frog grain, usually com- 
bined with reverse or smooth leathers, 
are all popular. Crushed and grained 
kidskin also looks exceedingly smart for 
these shoes. 

There is still another kind of walking 
shoe which is more rugged than the 
ones discussed. It often has a thick 
rubber crepe sole and is suitable for 
all kinds of rough wear. A number of 
manufacturers in the $3 retail group 
are showing very smart lines in these 
types. They include the extremely 
masculine wing tip brogues as well as 
the more feminine side or front lace 
saddles, kiltie tongues and adaptations 
of the ghillie. They are typical campus 
shoes but many older women are wear- 
ing them with their sport clothes. We 
shall have more to say about these 
types in our school and college issue 
early in July. 


Harry Ehrenpreis [ll at Home 


RocHeEstTer, N. Y. — Harry Ehren- 
preis, buyer or the shoe department of 
the department store of Flah & Co. 
Syracuse, has been ill at his home in 
that city for the past month. Mr. 
Ehrenpreis, a director of the New York 
State Shoe Retailers Association, was 
leader of the style forum at the Febru- 
ary meeting of its directors. 
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Stetson’s latest In-Stock catalog shows the smartest 
and most varied line of shoes that Stetson has ever 
offered in its long history as a leading maker of men’s 
fine footwear. 


Fifty-four different and distinct styles—33 in the 
“Old Master”’ line selling at $11.50 and up, retail; 
21 styles in the Stetson Ten group—the popular 
Stetson $10 line! Shoes for each and every occasion, in 
a wide range of sizes and widths to cover every need. 


Highlighting this brilliant array are two shoes made 
of Cortez Calf, the new Plum Red shade. Stetson 
tops it with a Bootmaker finish to achieve an un- 











YOU°LL FIND THEM ALL 


BETWEEN THESE COVERS 


This. Seasons Bagl Solleeg. 


usual richness of color. Add Stetson's individual, 
distinctive detailing of punching, brass eyelets, 
harness stitch, heavy sole and edge treatment and 
you've got some shoes that are bound to make 
money for you. 


Every one of these fifty-four numbers are In Stock 
—backed by Dept. 5, which has a complete range 
of size-up’s on hand, ready to ship you at a moment's 
notice. Before you place your orders for this season 
—write, NOW, for Dept. 5 Stock Book No. 67B! 
Address Tue Stetson SHoe Company, Inc., Dept. 5, 
South Weymouth, Mass. 


STETSON, ARNOLD AND BANISTER SHOES 


Siefeow WALKS THE FIRST TEN MILES 
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Dotted line shows 
difference in 


New free book tells how 
PRE-FLEX Shoes 


give you 
sales-producing 
“magic”, with 


Saentific Cutting 


(One of their many selling features) 


Loaded with “inside facts” that re- 
veal the sales- ucing “magic” 
of PRE-FLEX Shoes, retailing at 
$6.85 to $7.50, this little book tells 
how our uni method of cutting 
uppers con tes to easier selling 
and customer satisfaction. 


Quarters are higher than in ordin- 
ary shoes, back parts shorter (see 
diagram above) 7 that ankle- 
hugging fit and the 7-eyelet fea- 
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(above) 


Showing how PRE-FLEX vam 
rdinary 


— shape — stretched. 
Pp (below), cut without regard to 
quiauly loses shape when stretched. 











——— -and-left quarter a 
io mean er “feel” and fit . 
Our cutting is done carefully in re- 
lation to the grain of the leather, to 
prevent stretching. 

And our cutting method is just one 
chapter in ~ story that prompts us 
to en with this statement: 
PRE- PLEX hoes are the greatest 
shoe value — dollar for dollar — 
in America today! 

Handsome, “expensive” appearance 
. . - healthful first-step comfort of 
built-in flexibility . . . snug ankle 
fit .. . heels without nails, and many 
other profit-building features all play 


In the men’s department is one of 
the largest varieties of sport shoes to 
be found anywhere and in the plain 
colors is a range from the feather- 
weights to the heavy brogues. This rep- 
ertory includes the latest styles of 
Banister, Heywood, Walk-Over, Win- 
throp, Curtis and Farmington. 

The store has a staff of ten expert 
shoe fitters headed by James B. Camp- 
bell, as store manager. Many new styles 
that fit in with the tropical climate of 
sunny Hawaii are created by Mr. 
Watson. 


California Merchants in 
Round Table Talk 


[CONTINUED FROM PAGE 37] 


goods) and see that the dirty water 
(odds and ends) go regularly down the 
drain.” 

Charles Kushins, of Oakland, said: 
“A great many of us have made the 
mistake of playing the 5 per cent of 
our ‘Glory Shoes’ too strong and not 
paying enough attention to the remain- 
ing 95 per cent of our basic merchan- 
dise. It is true we change our shoe 
styles too often. It is much better to 
take a good proven pattern, then to 
make it new through some kind of 
slight touch, than to discard this proven 
shoe entirely and put something else 
in its place.” 

L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers As- 
sociation, said: “The time has come for 
the retailer to try to make a better 
profit on his present volume rather 
than to try to make a larger profit on 
a larger volume. The first considera- 
tion of a successful operation is to make 
a profit. Too many mark-downs cut into 
the net profit-making possibilities.” 

Otto Vaughn, San Diego: “The per- 
centage of business that is influenced 
by consumer publications is very small 
in our store, in fact, it is almost to a 
vanishing point. Customers who do 
come from such advertising are the 


a big part. 


Profit by the example of other successful 
retailers . Write today for your free 


2460 N. "Sixth Street, Milwaukee, Wisconsin. 








toughest ones we have to deal with. 
These women think they have a lot of 
ideas, but they are greatly confused in 
what they really want, with the result 
that they will eventually buy what we 
have anyway. It takes a much longer 
time to convince them, however.” 








Modern Merchandising Meth- 
ods in Honolulu Shoe Store 


[CONTINUED FROM PAGE 31] 


the other, with the children’s depart- 
ment in the rear. In front of the store 
is our Hosiery Bar with ample space 
for modern display units, which makes 
a pleasing approach. Our shoe repair 
department in the basement is operated 
by an expert craftsman and his as- 
sistants. 

“The office is so located and equipped 
as to enable the shoe fitters to give 
quick and most courteous service.” 

Included in the store’s redecorated 
interior is the new accotile flooring of 


beige and brown, with new settees up- 
holstered in a tropical design of tan and 
beige. The rear and front of the store 
is carried out in a modernized design 
finished in a cream shade. This, with 
a light color ceiling, reflects the dif- 
fused lighting to its best advantage and 
makes a well lighted, inviting interior. 
The Manufacturers’ Shoe Company 
is known to handle many of the best 
makes of high quality shoes with a 
varied price range and from the latest 
pastel colorings to the more subdued 
colors. Among the carefully selected 
lines are La Valle; Rice-O’Neill, Walker 
T. Dickerson; Walk-Over; Johnson- 
Stephens & Shinkle; Johansen; Para- 
— Carmo and California Shoes, 


Engelman Associated 
With New Firm 


Boston, Mass.— Harry Engelman, 
former vice-president and buyer for 
the John Irving Shoe Stores of this 
city, is now a member of the Derman 
Shoe Company, with factory at Milford, 
Mass. Associated with Mr. Engelman 
in this new enterprise is Mike Lunder, 
formerly president of the Somersworth 
Shoe Company. Cement soled novelty 
shoes to retail at $3 and $4 will be 
made. The output of the factory, which 
has a capacity of 5000 pairs per day, 
will be sold by Mr. Engelman, with 
production being supervised by Mr 

Lunder. 
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Buying Steady at Iowa Show 
[CoNTINUED FROM Pace 34] 

At the meeting of the travelers’ association, it was de- 
cided that the mid-season shoe shows held in Des Moines 
every three months, tried out this past year, would be 
abandoned for the next year. 

Whether the invitation to join the Central Shoe Show 
will be accepted was not decided, and will be acted upon 
by the board of directors at a later date. 

A noon luncheon honoring the Iowa Shoe Retailers’ 
Association was given Sunday noon with H. A. Alex- 
ander, of Des Moines, president of retailers, presiding. 

On Monday night, a banquet was held at the Ford 
Des Moines hotel at which time, Arthur Brayton, con- 
vention chairman, was guest speaker. 

E. N. Oschner of Des Moines, is president of the Iowa 
National Shoe Travelers’ Association; J. W. Prescott, 
secretary, and A. C. Roberison, first vice-president. 


Fall Hosiery Colors Released 


New York—Ten new tones, chosen for their smart 
blending qualities with the important basic costume 
colors, as well as with highlighted accessory shades for 
the coming season, are shown in the Confidential Ad- 
vance Hosiery Card for Fall 1940, just issued to the Tex- 
tile Color Card Association. The colors are as follows: 

TROPICANA, an alluring blush beige, complements 
shoes in Cordovan Brown, Red Port, Bluejacket, Prome- 
nade Green and black. Attractive, with evening sandals. 

MEXICOTTA, an exotic rosy tone, goes with shoes 
in Promenade Green, Cordovan Brown, Red Port, Blue- 
jacket, Military Grey, black and the bright Play and 
Campus Colors. Also striking with evening sandals in 
gold, silver and brilliant hues. 

SUN COPPER, a lustrous sun tone, is effectively worn 
with shoes in Toffee Tan, Conga Brown, Promenade 
Green, Bluejacket, black and the spirited Play and 
Campus Colors. Smart, too, with evening sandals in 
gold, silver and pastel or bright shades. 

SAMOA BEIGE, a spirited medium beige, is appro- 
priate with shoes in Conga Brown, Promenade Green, 
Bluejacket, Military Grey and black. 

TABASCO, a vibrant rosy copper, is a dashing com- 
plement to shoes in Promenade Green, Cordovan 
Brown, Military Grey, Bluejacket and black. Smart 
and unusual with evening sandals. 

PERUVIA, a subtle, wine-tinted beige, is suitable 
with shoes in Red Port, Cordovan Brown, Promenade 
Green and black. 

COCO, a smart neutral beige, is correct with shoes 
in Conga Brown, Bluejacket, Military Grey Red Port 
and black. 

DAWNMIST, a medium sandy beige, suitable with 
shoes in Red Port, Bluejacket, Military Grey and black. 

MUSTARD BEIGE, a lively spicy beige, may be 
worn with shoes in Toffee Tan, Promenade Green, 
Bluejacket, Conga Brown, black and the gay Play and 
Campus Colors. 

RICATAN, a golden coffee tan, complements in 
Conga Brown, Toffee Tan, Promenade Green and black. 
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be- Made 


IN-STOCK 


VENTILATED OXFORDS 


FOR IMMEDIATE 
DELIVERY 


No. 1855 
WHITE NAPBUCK 
A to D...6 to 13...$3.25 


No. 1853 

TAN SKEET and 

TAN CALF TRIM 

A to D...6 to 12...$3.25 


WHITE NAPBUCK 
No. 185! BLACK KIP 
A to D...6 to 12...$3.25 


TERMS 
2% THIRTY DAYS 


E. TAYLOR CORP., BOSTON, MASS 
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BUY 





Riding Shoes 













JODHPURS 
IN STOCK 


or Made to Measure 
by America’s Custom 
Boot Makers 


THE DEHNER CO., INC. 
OMAHA, NEBR. 
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Carton Labels 


LA BELS 


TOLMAN- DAVIDSON 
—ADVERTISING PRESS 











Detroit Retailers Meet 


Detroit, Mico.—Members of the De- 
troit Retail Shoe Dealers Association 
met at a luncheon meeting Tuesday, 
June 11. The business of the meeting 
consisted of a general discussion of 
matters of interest to the trade and 
outlining of plans for Mid-Summer pro- 
motions. 

Sam Plotler was named as chairman 
of a Picnic Committee representing the 
D.R.S.D.A. to cooperate with the Shoe 
Travelers in connection with the annual 
picnic, which will be sponsored by the 
Shoe Travelers this year. 





Tyer Appoints Prizio 
N. E. Representative 


Boston, Mass.—Joseph Prizio, who 
for the past eighteen years has been 
covering the New England territory 
for the Cambridge Rubber Company, is 
now New England representative for 
the Tyer Rubber Company, Andover, 
Mass. He is calling on his trade with 
a full and complete line of Fall rubber 
footwear and heavy rubber boots as 
well as a line of dress artics. 
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John Laycock Joins 
Sterling Last Corp. 
New York—Bringing to his new 


affiliation a long and valuable experi- 
ence in the manufacturing and market- 





JOHN R. LAYCOCK 


ing of shoes, John R. Laycock joins up 
as sales representative of the Sterling 
Last Corporation. 

One of the first things he learned 
under the direction of Addison Hanan 
of Hanan & Son, was last dimensions 
and modeling. Over the years he has 
been vice-president and general man- 
ager of the eastern stores of Hanan & 
Son and an active leader in the retail 
shoe organizations. He is a vice-presi- 
dent of the National Shoe Retailers’ 
Association, a member of its Execu- 
tive Committee and has been Chairman 
of its Finance Committee. He is now 
president of the Shoe Merchants Coun- 
cil of New York, Inc. 

His field of contact for Sterling Last 
Corporation will be the promotion and 
sale of lasts, with a special emphasis on 
middle-west territories. 





Fit Both Feet! 


San FRANCISCO, CALIF.—Carol Wills, 
president of the California Shoe Re- 
tailers Association, received a letter 
from a woman customer asking him to 
please get the shoe manufacturers to 
make shoes to fit both feet. She said 
that the majority of women today are 
blessed with a longer left foot than the 
right one. Consequently, if the shoe is 
fitted to the left foot, the right one is 
too long, and the foot slips and slides 
around in the shoe. If the right foot 
is fitted, the left one is squeezed into a 
tight space, making it agony to wear 
them for very long at a time. Wives 
of visiting shoe retailers agreed that 
this was true, so there’s a real prob- 
lem for the manufacturers to solve if 
they want the blessings of their women 
customers. 














THOUSANDS OF 
NEW CUSTOMERS 


every YEAR! 


When babies outgrow soft soles, 
parents look for walking shoes. 
Knowing the IDEAL trade mark 
they will be pleased to find Mrs. 
Day's Flexible Walking Shoes in 
your store. On their confidence 
and prior satisfaction you can 
solidly establish the future busi- 
ness of these parents. 


Iustrated is a new, cool, flexible, 
perforated oxford ideally suited 
to warm weather selling ...one 
of the many Ideal stock styles 
available. 


Write today for information on 
how to gain this great, profit- 
able group of new customers 
every year. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 


























Sa 7 . ‘ : 
Lease Space for Expansion 

PoptaR BiLurr, Mo. — H. P. Weber 
and associates, owners of the Black 
River Shoe Company of Poplar Bluff, 
have leased a portion of the old Hamil- 
ton-Brown Shoe Company building 
here from trustees of the organization 
of Poplar Bluff business men who re- 
cently purchased the structure. 

Mr. Weber, who founded the com- 
pany about two years ago here and 
started manufacture of infants’ shoes 
on a small scale, said an increase in 
space was necessary to meet expanding 
requirements. He pointed out that pro- 
duction will be doubled here within a 
few weeks. 
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KEY your College Promotion to this Recorder 
Feature! You'll see all the shoes American boys 
and girls will wear back to School and College in 
a Fashion Picture Section . . . Timely promo- 
tional plans too . . . And the advertising of your 
best sources of supply for College Welts and Boys’ 
and Girls’ School Shoes; in fact, all types of mer- 
chandise for late July and August promotion .. . 
And the first Keyed Merchandise Presentation in 
Boot and Shoe Recorder’s Annual National Men’s 
Shoe Week Promotion. 
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LITHOX CORD HEELS 
NON-SLIP 
The popular heel because of 
Quality and price. 
THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 
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Workshoes 





STEEL TOE 
Steel safety SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 











Moccasins 
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TRAIL MAKER MOCCASINS 
for MEN, WOMEN and CHILDREN 
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ing merchants. 
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Mellin Takes Over Nohr Store 


Marion, Wis.—Theodore Mellin, for- 
merly of Caroline, Wis., has taken over 
the Robert Nohr shoe store and com- 
plete stock here. 
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D. E. Alexander Heads 
Old Colony Ad Club 


Brockton, Mass.—Deane E. Alex- 
ander, advertising manager of the 
George E. Keith Company, recently was 
installed as president of the Old Col- 
ony Advertising Club, which numbers 


DEANE E. ALEXANDER 


among its membership practically all 
the members of the advertising profes- 
sion associated with the shoe industry 
on the South Shore, as well as many 
prominent sales executives. It is one 
of the oldest, if not the oldest, club of 
its kind in the country. 

Mr. Alexander, who has been with 
the George E. Keith Company for 16 
years, was promoted to the advertising 
managership three years ago. Before 
entering the shoe industry, he had 
made a reputation for himself as an 
able newspaper man, having been at 
various times assistant city editor of 
the Brockton Enterprise, city editor of 
the Brockton Times, a member of the 
staffs of the Boston Sunday Post and 
Providence Sunday Journal, and on the 
copy desk of the Boston Herald. 


Shoe Output Remains 
Under Last Year 


New York—May shoe output, as es- 
timated by the Tanners’ Council of 
America, amounted to approximately 
30 million pairs, a decline of 8.3 per 
cent from the 32,708,000 pairs produced 
last year. General uncertainty and 
wide fluctuations in raw material mar- 
kets contributed to curtailed produc- 
tion. Important shoe distributors de- 
layed placing orders for late Summer 
and Fall delivery. 

In spite of the fact that production 
for the first five months was 7.6 per 
cent below 1939, sentiment in shoe trade 
circles turned optimistic last week. Pro- 
duction has been curtailed to a greater 
extent than retail sales. Evidence was 


available at the recent Boston Shoe 
Fair that retail stocks are moderate 
and with favorable sales weather will 
need heavy replenishment. Buyers, fur- 
thermore, took hold at the Fair with 
price a less important consideration 
than for several months. It is being 
estimated by the trade, therefore, that 
output in the latter half of 1940 may 
prove substantially higher than in the 
first six months. 

Output in 1940, including the esti- 
mated May production, compares as fol- 
lows with recent years. 1940, 165,106,- 
000 pairs; 1939, 178,766,000 pairs; 1938, 
157,521,000 pairs; 1937, 198,332,000 
pairs; 1936 164,896,000 pairs. 


Rush for White Shoe Fill-Ins 
Marks Boston Show Closing 


Boston, Mass.—A rush for white 
shoes for immediate delivery was the 
outstanding development of the last 
two days of the Boston Shoe Fair, 
which closed June 13. A large number 
of orders for sizable quantities were 
booked not only by wholesalers, whose 
shelves were well stocked, but also by 
manufacturers of the volume grades 
who could promise to make them in the 
comparatively short time of one to two 
weeks. There was, as has been re- 
ported, a shortage of some styles in 
whites in the better grades. 

Buying for forward delivery con- 
tinued slow, with delivery in most cases 
requested for not later than August 1 
te August 15, but the leather trade was 
heartened by the spreading of interest 
from blacks to colors, which was also 
a noteworthy development of the last 
two days of the show and of the days 
immediately following. Browns were 
more freely bought and considerable 
interest was manifested in burgundy 
and even in blue. 

In the meantime, the credulity of the 
shoe and leather district was severely 
strained by rumors of impending Gov- 
ernment purchases of leather in huge 
quantities. Few of these were taken 
seriously, though it is realized that the 
rearmament program, once it gets un- 
der way, most definitely will require 
large quantities of leather for shoes, 
slings for rifles, helmet straps and belts, 
among other items. 

With this before it, tanners are in- 
creasingly of the opinion that sales 
should be made at list prices or not at 
all. There is, in consequence, a feeling 
that a solider foundation now under- 
lies the price structure. 


Green Named Indiana 
Representative 


Ft. WAYNE, INpD.—P. E. Green has 
been named Indiana representative for 
the Little Welt Shoe Co., Nashville, 
Tenn. He will also cover parts of Mich- 
igan. Green formerly represented the 
Brown Shoe Co. in Indiana and had 
been with the company for 25 years. 
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Registrations Increase for 
Michigan Summer Show 


Granp Rapips, Micu.— The latest 
news from the headquarters of the An- 
nual Michigan Summer Shoe Fair to 
be held here June 23 and 24, is that 
plans for the event are virtually com- 
pleted and everything is in readiness 
for what promises to be one of the big- 
gest and most successful shoe conven- 
tions in several years. 

The two-day convention idea is a new 
one in Michigan, and that it has ap- 
pealed to those whose business it is to 
show their lines at such events is evi- 
denced by the fact that there are more 
exhibitors registered than for any past 
conventions. The Pantlind Hotel, Grand 
Rapids, where the Fair will be held, 
reports that room reservations for re- 
tailers are far in excess of former 
years, and that the majority of the 
reservations are for the two days. Other 
hotels throughout the city report like- 
wise. Most of the best known lines of 
shoes in the country will be displayed 
as well as rubber footwear, hosiery and 
other merchandise related to the shoe 
industry. 

Coming as it does, during early Sum- 
mer, this convention attracts many 
merchants from distant points who 
would not otherwise find it possible to 
attend a convention. There will be an 
opportunity to buy Summer shoes as 
well as new Fall footwear. 


The highlight of the entertainment 
features will be the annual “Frolic” to 
be held in the hotel’s famous Supper 
Club Room on Monday night, June 24, 
the program of which will include 
dancing and an elaborate floor show, 
the admission to this event being free 
to shoe folks and their friends. 


Dave Wolf Joins Longini 


CINCINNATI, OnI0—Dave Wolf has 
recently become associated with The 
Longini Shoe Mfg. Co. and will carry 
their line throughout the entire South- 
ern territory. 

Dave is a well-known figure in the 
shoe world and has a host of friends 
throughout Middle Western and South- 
ern territory. He exhibited the line at 
the Netherlands-Plaza during the re- 
cent Mid-West Shoe Fair. 


Brown Sells Daly Bros. 
Line in Indiana 

INDIANAPOLIS, IND.—Frank M. 
Brown, former president of the Indiana 
Shoe Travelers’ Association, is now the 
Indiana representative for the Marion, 
Ind., Shoe Division of Daly Bros. Shoe 
Corp. 

Lawrence Butterworth, a member of 
the original family that founded the 
Marion Shoe Co., will carry the line in 
Michigan. 


Bids Asked on Large 
Army Shoe Orders 


Boston, Mass.—The Boston Quarter- 
master Depot of the United States 
Army, where purchases of all Army 
shoes are made, swung into action this 
week by sending out invitations for 
bids on the manufacture of 289,752 
pairs of service shoes of the type which 
have leather soles and rubber heels. 
These bids will be opened on June 25. 

This is in addition to bids asked on 
68,730 pairs of service shoes and 135,- 
950 pairs of garrison shoes which were 
opened June 18. 

All bids, moreover, give the Army 
the right to increase by 25 per cent the 
amount of the order placed with the 
manufacturer whose bid is accepted. 
If this practice is followed in these 
three cases, 25 per cent being added to 
the three orders, the total number of 
pairs involved may exceed 600,000. 


Fischer Represents 
General Shoe Division 


Ft. WAYNE, IND.—Vincent Fischer is 
the new representative for K. B. S. 
Division of the General Shoe Corpora- 
tion, Nashville, Tenn., in Indiana. Mr. 
Fischer is planning to move his family 
to Indianapolis, the center of his ter- 
ritory. 
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Next time you're in Baltimore 
follow the lead of experienced 
travellers and head for one of 
the seven hundred most com- 
fortable rooms in Maryland. 
Enjoy facilities and service that 
seem to have been planned 
with you alone in mind! Make 


Consult the CLAS- 
SIFIED PAGES of 
Boot and Shoe Recorder. 


“Road” and “Inside” Men turn 
to these pages for worthwhile 
connections. 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St., New York, N. Y. 


your home at the hotel that 
brings you many steps closer 
to everything you want to 
see and do in Baltimore! 
$3 to $6 single. 
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New Brooklyn Concern— 
Ford & Co.—Organized 


New York—Organization of a new 
quality house, Ford & Company, to 
manufacture shoes in Brooklyn, is an- 
nounced. The principals in the busi- 
ness are Ben and David Cohen of M. 
Cohen & Sons, Brooklyn, N. Y., and 
Jack Galway, formerly vice-president 
and sales manager of C. P. Ford & 
Company, Rochester. 

Production has already started on the 
lines of “Shenanigans” and a continu- 
ance of the long established line of 
“Rugbys” by the Cohen concern. The 
merger of these two forces brings to 
the Brooklyn territory a strong organ- 
ization in the quality field, capable of 
making welts, turns, cemented shoes 
in a range of heels and types to retail 
from $6.75 to $10.75. 

Jack Galway, with 25 years of suc- 
cessful shoe selling to his credit, engi- 
neered the deal of the sale to the Cohen 
firm of the name, patterns, lasts and 
some of the equipment from the C. P. 
Ford factory. It is estimated by him 
that orders for 65,000 pairs of shoes are 
awaiting the arrival of salesmen with 
the new line. 

The expansion has necessitated the 
addition of more space at the factory 
at 200 Tillary Street, Brooklyn. Some 
of the shoemakers conversant with 
“Shenanigan” manufacture, have ar- 
rived from Rochester to work in the 
Brooklyn factory. 


Bellamy In Larger Store 

Nampa, IpaHo— Rod Bellamy has 
moved into a larger and more modern 
store in this city. His family shoe store 
has been established here for the past 
four years. 


Wisconsin Turnout 
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Surpasses 39 Show 





Fall Prospects Seen Favorable at Joint Showing of Retailers 
and Travelers at Milwaukee—Both Groups 
Approve Suggested Regional Meeting 


MILWAUKEE, Wis.—With a registra- 
tion of approximately 250, a turnout 
which surpassed that of last year, the 
Wisconsin Shoe Retailers’ Association 
meeting at the Plankinton Hotel, here, 
in conjunction with the Wisconsin Shoe 
Show, sponsored by the Wisconsin Shoe 
Travelers’ Association, Inc., dispensed 
with its business at a single session 
immediately following the noon lunch- 
eon June 17. 

Maurice Fitzsimmons, Fond du Lac, 
one of the organizers of the retailers’ 
association, was named its president 
succeeding Clarence Newell, Waukesha. 
Oscar Thureen, Viroqua, was named 
vice-president, and Sid Weber, Janes- 
ville, secretary-treasurer. 

Directors named for three-year terms 
are Mr. Newell, Jack F. Wetzel, Mil- 
waukee, and Carl Porath, Wausau. 

Emphasis was laid upon naming 
officers from outside Milwaukee in a 
hope to build a stronger membership 
around the State. 

The association adopted two resolu- 
tions. One, presented by William Gleue, 
Wisconsin Rapids, urges the support 
of a plan to abolish the present sys- 
tem of arriving at personal property 
tax payments by assessment and sub- 
stituting a tax based upon the volume 
of business done during the year. 

Mr. Gleue contended that the present 
system of arriving at personal property 
taxes through assessment is not equita- 
ble and that a tax based upon the an- 
nual volume of business done would be 


fair to all concerned. He declared 
that it was his intention to gain the 
support of other State organizations 
to secure legislation in 1941 to alter 
the present personal property tax sys- 
tem. 

The second resolution gave approval 
to the proposed regional set-up which 
plans to hold its show in Chicago next 
June combining the various associations 
in this section of the country. Shoe 
retailers quite generally approved the 
suggested Central States Summer con- 
vention as did the travelers. 

Approximately 50 exhibitors dis- 
played at the Wisconsin Show with 
the prospects for Fall reported as being 
quite favorable. Activities on Sunday, 
the opening day, closed with a party in 
the Sky Room of the Plankinton, which 
included refreshments furnished with 
the compliments of the Wisconsin Shoe 
Travelers. 

The annual banquet was held on Mon- 
day evening with Howard T. Ott, Mil- 
waukee, as toastmaster, and Judge 
Roland Steinle, Milwaukee county cir- 
cuit court, as the speaker. Approxi- 
mately 200 shoe men attended this 
affair. 

Entertainment for the ladies during 
the convention was in the hands of a 
committee headed by Mrs. George Nor- 
ris with Mrs. William L. McMannis, 
Mrs. J. F. Wetzel, Mrs. Frank Larkin, 
Mrs. Charles Roussy and Mr. Herman 
Larkey assisting. 





Groves Shoe Co. Adds 
To Sales Staff 


CuicacGo, ILL.—Several new salesmen 
have recently been added to the staff 
of the Groves Shoe Co. J. J. McCarthy, 
who formerly represented Brown Shoe 
Co. and Hamilton Brown Shoe Co. for 
the past 25 years, is now covering 
northern Illinois; Clyde Anthony, who 
has been associated with many shoe 
houses, is traveling Kansas, northwest- 
ern Missouri, and southeastern Ne- 
braska, with headquarters in Kansas 
City; Roy Schuman has returned to 
the employ of the company after an 
absence of several years and is now 
traveling Oklahoma, with headquarters 
in Oklahoma City, and Ray Munday, 
who formerly traveled the entire State 
of Illinois, is now traveling the south- 
ern territory, southeastern Missouri, 
and the western parts of Kentucky and 
Tennessee. - 


Sensation at Boston Show 


New York—Charlie Havranck, secre- 
tary of the Boot and Shoe Travelers 
Association of New York, and exhibit- 
ing his line of the Swan Slipper Com- 
pany at the Boston Shoe Fair last week. 
created somewhat of a sensation among 
war-news conscious shoe men during 





the show by passing around a paper 
headed “Call to Arms! Mobilization of 
the Shoe Brigade.” In large type, the 
heading handed out many a jolt. It 
was all a publicity stunt for the coming 
annual outing of The association, and to 
say it went over big was putting it 
mildly. 

Under the heading the paper was 
cleverly worded as follows: 

“The Boot and Shoe Travelers As- 
sociation of New York, Inc., Mobiliza- 
tion Day, Thursday, July 18. First Ob- 
jective, 12 Noon, Karatsony’s Hotel, 
Glenwood Landing, L. I., Steak Break- 
fast. Second Objective, 1 P. M., Siege 
of Engineer’s Country Club. Third 
Objective, 7 P. M., Karatsony’s Hotel, 
Victory Dinner. 

“Six Bombs Per Person For Ammu- 
nition.” 


Solomon Opens New Store 


GRAND Forks, N. D.—A new retail 
footwear store was opened recently, 
here, under the management of Ted J. 
Solomon. It is known as the D and S 
Subway Shoe Store. 

Mr. Solomon is in partnership with 
Percy Doyle, and for the past several 
years have operated the D and S Boot- 
ery in Minot, S. D. 
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John J. Fontius 


Denver, Coto. — John J. Fontius, 
founder and president of the Fontius 
Shoe company, died June 13, at his 
home 2040 East Eleventh Avenue. He 
was 80 years of age. 

Mr. Fontius established his Denver 
shoe business in 1893 and up to the 
time of his illness five months ago he 
took an active part in the affairs of the 
store. 

Born in Cleveland, Ohio, he became 
a partner in the Stone Shoe company, 
there when he was a young man. Later 
owing to ill health he sold out his in- 
terest in the retail shoe business and 
traveled throughout the West for sever- 
al years before locating his Denver 
shoe establishment on Sixteenth Street 
between Champa and Curtis Streets. 
Two other store sites were occupied by 
the Fontius Shoe Company before locat- 
ing at their present address, 540 Six- 
teenth Street where it has remained 
for the past eighteen years. 

Mr. Fontius was an organizer and a 
past president of the Denver Retail 
Merchant’s association. He was a 
member of the Denver Athletic Club, 
a Mason, a Shriner and a Knight 
Templar. In his passing, Denver has 
lost one of its most civic minded citi- 
zens. 

He is survived by his widow, two sons, 
Harry E. Fontius, managing director 
of the Fontius Shoe company and a 
past-president of the National Shoe Re- 
tailers Association; Clarence Fontius 
of Los Angeles, Calif., and five grand- 5 e~ KNOWN FOR FASHION AND FIT. 


children. 


L. D. Stickles 


Rep WING, Minn.—L. D. Stickles, 
associated with the shoe business for 
over 50 years, died a short time ago at : 
his home, here, at the age of 72. 24 ” 

Mr. Stickles was the founder of the * 
L. D. Stickles Shoe Company in Red KNOWN AS THE “PROFIT LINE” IN THE FINE SHOE FIELD. 
Wing and for many years was its presi- ———r. 
dent. For the past several years he f 
was associated with the Juvenile Shoe t 
Corp. of St. Louis, representing the QUEEN QUALITY SHOE COMPANY « DIVISION: INTERNATIONAL SHOE COMPANY » ST. LOUIS 


company in this section. 


KNOWN FOR SUPERB CRAFTSMANSHIP AND QUALITY. 














Attention ! ! Manufacturers, Jobbers, Salesmen 


WM. PENN HOTEL Plan to Exhibit at the 5th Annual JULY 
PITTSBURGH, PA. TRI-STATE SHOE MART 7th, 8th, 9th. 


3 Big Floors—Outstanding Lines—Good Sample Rooms—Low 
Exhibitor’s Fee Plus Reasonable Hotel Rates Make Possible a 
Successful Style Show at a Nominal Cost. 


Write or Wire for Reservations and Complete Information to 
TRI-STATE SHOE MART 


WM. PENN HOTEL - - - PITTSBURGH, PA. 
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Unusual Windows Stimulate Men’s Business 



























This unusual and outstanding window, one of two similar displays of men’s shoes 

for every Summer occasion by Boyd-Richardson’s, St. Louis, drew more than pass- 

ing attention from passerbys for it brought a brisk business to the store’s men’s 
department. 


St. Louis, Mo.—As a direct reaction 
from two outstanding window displays 
of 112 men’s shoes, Harvey Kopp, man- 
ager of Boyd-Richardson’s large men’s 
shoe department, here, told Boor AND 
SHoe Recorper that the first nine days 
of June were among the largest Sum- 
mer shoe selling days in the history of 
the store. 

The windows displayed every type of 
shoes through beach sandals, tennis 
shoes, lounging shces, golf shoes, leisure 
shoes, street shoes and dress shoes for 
the well-dressed gentleman to wear in 
the warm weather months. 

Twenty-one shoes were arranged in 
panels on the backboard of black and 
framed with white boarding to accen- 
tuate the beauty of the light shoes. On 
the floor in front of the panels was 
another lineup of shoes, while the great 
variety of footwear made an effective 
outer border close up to the window 
glass on two sides. The figure of a man 


dressed in Summer wear standing and 
looking at the shoes in one window 
and leaning forward to peer more 
closely at the paneled shoes in the other 
window highlighted the display and 
put extra appeal into the showing 
for the thousands of passersby that 
thronged busy Sixth and Olive Streets, 
where Boyd’s is located. 

Although St. Louis was off to an ex- 
tremely late Summer selling season 
due to unusually cool weather and con- 
tinual rains, shoe selling from the win- 
dow was brisk, with much attention 
falling on brown and white combina- 
tions as the outstanding leaders. Close 
on the heels of the brown and white 
combinations came the ventilated, that 
proved again this year that they would 
have to be reckoned with in Summer 
selling. Tied for third honors as a 
result of the window selling were all- 
whites and black and white combina- 
tions. 
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The price range in the 112 shoes dis- 
played was wide, with tennis shoes 
starting at $1.95 and other shoes run- 
ning on up to $14.50 for the most ex- 
pensive numbers. 

To aid the prospective shoe purchaser 
the shoes were arranged with plain 
white cards carrying black lettering 
describing the brand, style, number and 
price. Mr. Kopp stated that this sort 
of window with the cards placed right 
at each shoe proved again to his de- 
partment that men like to shop by num- 
bers. Many of the men visiting the 
department as a result of seeing the 
window displays carried numbers of two 
and three models that they wanted to 
try on before deciding on a purchase. 

Another important point about Sum- 
mer shoe selling for this store that 
was disclosed by Manager Kopp was 
that red rubber soles promise to be 
especially strong in selling this Sum- 
mer, far overshadowing crepes. This 
condition was also true of last year’s 
merchandising. 


Purchases Partner’s 
Store Interest 


St. CLoup, MInn.—Guy Sampson has 
purchased the interest of Vern Peter- 
son of the Noreen-Peterson Shoe Store, 
St. Cloud. Mr. Peterson has been one 
of the partners since the store opened. 

Mr. Sampson has been affiliated with 
the store for the past six months as a 
salesman, coming to St. Cloud from 
Minneapolis, where he has been in the 
shoe retailing business for several 
years. 

Raymond Peterson is the other firm 
member and he has been identified with 
the store since its opening. 


Loper Appointed Sales Mgr. 
For Mitchell & Peirson 


PHILADELPHIA, Pa.—Levi Loper has 
been appointed sales manager of 
Mitchell & Peirson, Inc., under the re- 
cently completed reorganization. 

Mr. Loper’s former connections in 
the glazed kid industry were with the 
William Amer Company, and more re- 
cently with Dungan Hood & Company, 
of Philadelphia. 














—A successful man at the Fitting 
Stool says: “I’m a constant reader of 
Boot and Shoe Recorder and from its 
pages have learned how best to serve 
my customers. My repeat sales are 
based on a thorough knowledge of 
the lines of shoes we carry.” 































BOOT anv SHOE RECORDER, June 22, 1940 


MR. LEWIS, | BELIEVE IT 
WOULD OVERCOME THE TROUBLES 
WE EXPERIENCE ON BROKEN BREAST 
FLAPS IF WE INSISTED ON HAVING 
MORE OF OUR SHOES MADE WITH 
BREASTLOCK HEELS — AND 
THAT WOULD ELIMINATE MOST OF 
OUR CUSTOMER COMPLAINTS. 


The Breastlock feature prevents heels from pulling 
away at the back, strengthens the shank, and helps the 
shoes hold their shape longer. Now that short soles are 
available from many sources, Breastlock heeled shoes 
should cost no more than those with Louis or Boulevard 


Heels — some cost less. 


WELL, JOHN, 
MVE BEEN 
THINKING THE 
SAME THING. 


LET‘S DO IT. 


BREASTLOCK 


TRADE-MARK 


HEELS 


F. W. MEARS HEEL COMPANY, Inc. 


140 FEDERAL STREET 


BOSTON, MASS. 


Factories at Auburn, N. Y., Columbus, Ohio, Conway, N. H., Lawrence, Mass., St. Louis, Mo. 
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SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 





ANTED: Only experienced men for popular- 
priced line of ae onl boys’ shoes in-stock. 
Straight commission basis; territory open; Illi- 
nois, Missouri, Kansas, . . 
New Mexico, Texas, Oklahoma. Address $783, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 
ALESMEN WANTED: By shoe wholesaler, 
to carry side line of in-stock staples; Men’s, 
Boys’, Ladies’, Children’s. Missouri, Illinois, 
Arkanens. Iowa, Kentucky, Tennessee, Okla- 
homa, Texas. Address $782, care Boot & Shoe 
Recorder, 1627 Locust Street, St. Louis, Mo. 


MANUFACTURER WANTS SALESMEN 
for soft sole shoes, all territories open. 
Address $781, care & Shoe Recorder, 239 
West 3 Street, New York, N. Y. 


ALESMAN: To carry line of luggage 

s; all territories. Address $777, care 

Boot & Shoe Recorder, 239 West 39th Street. 
New York, N. Y. 

















DEPARTMENT TO RENT 


UCCESSFUL SHOE OPERATORS can 
obtain through us, departments in DEPART- 
MENT AND SPECIALTY STORES. THE 
LAUBER CO., INC., 225 W. 34th St., N.Y.C. 








Roy Leese Named 
Gillespie Manager 


Crookston, MInn.—The management 
of the Gillespie Shoe Company store, 
here, was recently taken over by Roy 
Leese. He was formerly manager and 
buyer of the Laird Shoe Company of 
Mason City, Iowa. A. I. Gillespie of 
Anoka is the head of the firm. 





Heine Store Celebrates 
6lst Anniversary 


TRACY, MINN.—The P. H. Heine Shoe 
Store of Tracy, celebrated its 61st an- 
niversary, recently. The store is still 
located on the same spot since its open- 
ing, and the birthday was observed by 
Walter Heine, son of the founder. 

Henry C. Heine came to Minnesota 
in 1879 from Wisconsin and opened a 
boot making shop. He followed this 
trade until the advent of the commer- 
cially manufactured shoe, when he 
turned his attention to the sale of 
ready-made shoes. He remained active 
in business until his death in 1936. 





SHOE MANUFACTURERS ATTENTION: 
Wholesale Leather and Findings firm, located 
in Middle West, travelling 7 men, calling on all 
shoe stores, repair shops and department stores, 
in territory, interested in obtaining line of Men’s 
Work Shoes for that territory. Stock would be 
consigned, with firm furnishing as security. 
We would carry own accounts and remit | 
for sales made. Address $784, care 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 
EXPERIENCED SHOEMAN, 27, buyer, sales- 
man, now managing chain store in Middle- 
west, wishes to travel Michigan, Ohio, or Indiana 
for reliable manufacturer of medium priced 
Women’s novelties. Men's dress shoes, Infants’ 
and Children’s shoes. Address $779, care Boot 
$ eng Magee, 239 West 39th Street, New 
ork, N. Y. 


INES WANTED: Former retail shoe mer- 

chant, age 40, wants to represent well-es- 
tablished houses in Chicago and nearby territory. 
Children’s and Growing Girls’ lines preferred 
but not necessary. Have the confidence and 
ability to obtain and hold business. No side 
lines. Address $785, care Boot & Shoe Recorder. 
209 South State Street, Chicago, Illinois. 








HOTELS 


Travelers Say /- 
IN ST.LOUIS STAY AT 


Hotel ‘Lennox 


DOWNTOWN, GOOD PARKING 
GOOD FOOD anv REAL SERVICE 




















EXPERIENCED and efficient salesman wants 
position as Manager and Buyer for exclu- 
sive shoe store. Twenty years’ experience, ex- 
cellent references. Wade Fuller, 1030% E. 
Broadway, Enid, Oklahoma. 
SHOE Merchandiser, Stylist, Buyer, 35 years 
old. Fifteen years’ experience with popular 
and higher priced_ladies’ shoes in Midwest de- 
partment stores. Knows all phases merchandis- 
ing. Best references. Address $780, care Boot 
& Shoe Recorder, 209 South State Street, Chi- 
cago, Illinois. 
MERCHANDISING — DISPLAY — AD- 
VISOR for visits to retail shoe stores and 
departments. He is young, alert and well in- 
formed shoe merchandiser. This promotional 
work would be of maximum helpfulness to any 
shoe manufacturer who is interested in tying-up 
his national advertising with dealer identification 
and retail store dispiays. Address $778, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 











WANTED TO PURCHASE 











SHOE STORES WANTED 
FOR CASH 


retailing men's. women’s shoes from $6.50 
and up having short term leases. 
Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
unusual references on request. 














Closes Saturdays 
During Summer 

New York—The Richard Young 
Company will close their New York 
headquarters and sales offices in other 
cities all day Saturday during June, 
July, August and September. 





New Men’s Store in Houston 


Houston, Tex.—Pete Foster Shoes, 
Inc., was opened recently, at 1009 
Walker Street in this city, carrying 
Nunn-Bush and Osteo-path-ik-shoes. 

Mr. Foster was with Florsheim as 
manager in Houston, Chicago and 
Louisville, in the 15 years he was with 
them. 


Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shees 
frem manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








S OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson. Red Cross. Nunn-Bush, Etc. 
IRVIN BU SIN 


“The House ‘obe” 
89 Reade St., r. Charch 





Phone Barclay 7-7887. New York City 











CLASSIFIED ADVERTISING RATES 


or “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


advertisements is $5.00 an inch with a maximum of 46 words. 


classified 
Classified advertising is payable in advance. 
- this page must be in our New York office on Friday of the week preceding publication. “¥® 
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Business as Usual— 


Keynote at Syracuse 


[CONTINUED FROM PAGE 32] 


their communities, and Mr. Berman 
described in considerable detail the 
work of the school, which covered 
problems in retail shoe salesmanship 
and store management. 

M. A. Mittelman, former president 
of the National Shoe Retailers’ Asso- 
ciation, was next on the program and 
spoke briefly on the subject of styles for 
Fall. He referred his listeners to the 
reports of the N. S. R. A. Style Con- 
ference and the exhibits of manufactur- 
ers whose lines were on display at the 
convention as the best sources of in- 
formation on the subject, but advised 
the retailers to make sure that at least 
65 per cent of their Fall purchases 
were blacks. 

On the question of prices, Mr. Mit- 
telman told the retailers he did not 
think they should become hysterical. 
If shoes advance, both the retailer and 
his customers will pay the rise, Mr. 
Mittelman said, and on a rising market 
retailers will make more money. Never- 
theless, he advised merchants not to 
overbuy, nor to speculate by buying 
beyond their normal needs. He ex- 
plained that he did not mean by that 
to advocate a policy of “hand-to-mouth” 
buying, but rather to buy as they nor- 
mally would and follow the market, 
without worrying about war and with 


a view to protecting their own business 
and this country. Mr. Pidgeon ex- 
pressed the belief that reemployment 
as a result of the national defense pro- 
gram will create a strong demand for 
merchandise. 

Mr. Mittelman’s remarks were fol- 
lowed by questions and by a brief gen- 
eral discussion. The meeting ended on 
a high patriotic note with the singing 
of the National Anthem, after William 
Pidgeon had made an eloquent speech 
in which he alluded to the extraor- 
dinary European situation and pleaded 
for faith in the ultimate triumph of 
liberty, democracy and the American 
way of life. 

The concluding feature of the con- 
vention was the annual banquet on 
Monday evening in the tenth-floor ball- 
room, at which Mr. Mittelman was 
toastmaster, and the principal address 
was given by Dr. Harry Spaulding 
Fish, of Sayre, Pa., an eloquent speaker, 
on the topic, “Time.” 

The convention was hailed as a 
marked success, reflecting the earnest 
efforts of Chairman Ernest N. Park, 
of the Syracuse committee, and the 
merchants who worked with him. It 
is expected that the plan of holding 
the meeting in June will be followed 
again next year. 





Obituaries 


Daniel S. Peterman 


York, Pa.—Daniel S. Peterman, sen- 
ior member of the firm of D. S. Peter- 
man and company, wholesale shoe dis- 
tributors, of this city, died, recently at 
his home. He was 82 years old. 

Mr. Peterman headed the shoe dis- 
tributing firm for a period of 52 years. 
The late E. S. Eyster, who died Feb. 6, 
1939, was his associate in business, and 
a son, Claude L. Peterman, is the junior 
member of the firm, having entered the 
business with his father some years 
ago. Mr. Peterman was employed as a 
representative of the former M. B. 
Spahr and Sons company, wholesale 
shoe distributing firm, before he started 
his own business. 


John L. Taylor 


PortarR Biurr, Mo.—John L. Tay- 
lor, 72, veteran shoe salesman in south- 
east Missouri and northeast Arkansas, 
died in a hospital in St. Louis, on June 
8. He had represented the International 
Shoe Company in this area since 1902. 

He first became associated with the 
Peters Shoe Company, now a branch 
of the International Company. For 
many years he topped the sales force 





of the Peters Shoe Company. At one 
time he was president of the Southeast 
Missouri Drummers Association. He 
also served as head of the International 
Shoe Company Travelers Association in 
1933. He was the first president of the 
Million-Dollar Club, composed of sales- 
men within the company who have 
shipped merchandise of $1,000,000 or 
more. 

Surviving are his widow, Mrs. Julia 
Katherine Taylor; a son, Delwin Tay- 
lor, who will take over his father’s ter- 
ritory, and a brother, Wilson A. Taylor. 





W. E. Feallock 


MICHIGAN City, IND.—W. E. Feal- 
lock, one of Indiana’s oldest retail shoe 
merchants, died here at his home, June 
5. He had spent the Winter in Florida 
and had returned in poor health. He 
had been ill for several weeks. 





Norman M. Macdonald 


Boston, Mass.—Norman M. Mac- 
donald, 64, died at the Beth Israel Hos- 
pital, here, on Friday, June 7, from a 
heart attack. A few months ago he 
had recovered from a similar ailment. 

Mr. Macdonald started in the shoe 
business as a young man with the Com- 
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MERCHANTS’ NEEDS 





ALA IIE 


onoe Re - Shaping Devices 
bat Alter Shoes to Fit 
" Abnormal Feet 


DUNDE SHOE RE-SHAPING DEVICES. IN¢ 











monwealth Shoe and Leather Company 
and later went with Utz and Dunn of 
Rochester, N. Y. He stayed with them 
up to the time of their liquidation and 
then joined the C. V. Watson Company. 
More recently he traveled for the Lum- 
bard Watson Company and the Herbst 
Shoe Company. 

During his long career as a traveling 
salesman, with the exception of the 
past two or three years, he confined 
his travels to the Southeastern terri- 
tory and at one time made his home in 
Atlanta, Ga. 

Many of his friends in the trade were 
present at the funeral. Among them 
were delegates from the Boston Shoe 
Travelers’ Association and the National 
Shoe Travelers’ Association, of which 
he was a member. The burial took place 
in the Evergreen Cemetery, Brighton, 
Mass. 





Cowboy Boots for 
Square Dancing 


COLORADO SPRINGS, CoLo.—The Vor- 
hee’s Shoe Company, here, plans to 
introduce a new line of fancy cowboy 
boots for use in modern square dancing, 
company officials have announced. The 
new merchandise will be shown shortly 
at a square dancing exhibition to be 
put on by Dr. Lloyd Shaw, superinten- 
dent of the Cheyenne Mountain School 
District, here, who is credited with the 
recent nation-wide revival of the old- 
fashioned square dance. 

Teaching the old-time dances in his 
school, Dr. Shaw has developed a troupe 
of youthful experts who have per- 
formed all over the United States, cre- 
ating revived interest in the square 
dances. Colorful costumes of the per- 
formers, which have won wide acclaim, 
will soon include fancy cowboy boots 
designed especially to carry out the old- 
fashioned motif. 


Landis Store Moved 


Wicuita, Kan.—The Landis Shoe 
Store has moved to a new location at 
144 N. Main Street. 
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Dates to Remember 


Summer Shoe Fair, 
otel, Grand Rapids, 


Annual Mi 
Pantlind 
Mich June 23 and 24, 1940 


Okla. 
June 23, 24, 25, 1940 


Monthly Showing Shoe Travelers As- 
sociation of Chicago, Hotel Mor- 
rison, Chicago, Ill.....Jume 24, 25, 1940 


Michigan Shoe Travelers Fall Shoe 
Show, Hotel Statler, Detroit, Mich. 
July 7, 8, 1940 


Tri State Shoe Mart, Pennsylvania 
Shoe Travelers Association, William 
Penn Hotel, Pittsburgh, Pa. 

July 7, 8, 9, 1940 


Charlotte Shoe Show, Sponsored by 
Charlotte Chamber of Commerce 
and Southern Shoe Travelers, Ho- 
tels Charlotte and Selwyn, Char- 
Teste, NN. G..6.ececss July 14, 15, 16, 1940 


Annual Outing Boot and Shoe Trav- 
elers Association of New York, 
ng pede Glenwood Landing, 

2 awe ewes ns dageeee ke July 18. 1940 


Annual Outing Greater Buffalo Shoe 
Retailers Association and Affiliated 
Shoe Trades, Walker’s Grove, Wil- 
liamsville, N. Y....... August 14, 1940 


and Style Conference for Spring, 
1941, Waldorf-Astoria Hotel, New 
September 16, 17, 1940 


Ee ekdescosne 








Brown Shoe Co. Makes 
Changes in N. Y. Territory 


New York—R. B. Brown, sales man- 
ager of the Brown Shoe Company, St. 
Louis, has announced that due to the 
steady increase in sales in the metro- 
politan New York territory, the follow- 
ing changes in their representatives in 
this territory have been made: 

Harry Cohen will handle the women’s 
lines in Kings, Queens, Nassau and 
Suffolk counties; O. E. Hoskinson will 
carry the complete lines of women’s 
and juvenile shoes in New York, the 
Bronx, Westchester, part of Brooklyn 
and in Jamaica; Herman Jacobs will 
cover New Jersey and Rockland County, 
N. Y.; Sydney Smith will carry all 
juvenile lines in Kings, Queens, Nas- 
sau and Suffolk counties; Sam Burg 
will continue to sell the boys’ lines and 
men’s lower priced lines and work shoes 
in Westchester, all of New York City, 
Brooklyn, Long Island and part of Con- 
necticut; Irving Levine will handle the 
men’s Roblee and Jolly Stride lines in 
the same territory covered by Mr. Burg. 
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: BUILD YOUR BUSINESS 
ON A 














8 
36 
> TRI-BALANCE FOUNDATION 
er 
oe 1. It's important that you make more money this “The man who conquers fear has won 
3 Fall. . Life’s greatest battle.” 
35 a The man who builds his business on a 
6 2. It’s very important that you make more customers. firm, economic foundation is safe from 
6 3. It’s of triple importance that your stock is styled business fears. on 
6 so that its selling life continues until the last pair Build Your Business the W. B. COON 
is sold. Way. Write today. 
To be assured of these three things—BUILD YOUR 
BUSINESS ON A TRI-BALANCE FOUNDATION— 
the principle of a foot firm foundation within the shoe A 
- —the foot being held in position by three stabilizing I R | B A L A N C E 
grips that gently retain the foot in a steady position 
49 ; ; “ae A €¢ 8.5 @ 
9 without movement, displacement or friction. 
10 Only in FREE TREAD shoes can you get this scientific 
principle. 
The W. B. Coon Plan is for a merchant to start in a 
small way, with one or two numbers, refreshing his 
forward stock from our reserves at the factory, as 
o1 needed. , When you retail fine footwear at $11.50, you 
34 are assured of a margin of mark-up between the cost 
of $6.25 and your selling price that gives you an 
amount of money to compensate for the more intelli- 
gent service you are called upon to render to your cus- 
tomer in corrective footwear. 
50 
50 
30 
“ W. B. COON COMPANY _ 37 CANAL STREET, ROCHESTER, N. Y. 
45 47 West 34th Street, New York City 
42 
47 ee - 
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